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Leader G-440 — A truly beautiful fixture, 2) 

with excellent diffusion of light. Para- Leader ‘Officer’ VL-440— America's most 

bolic reflectors for maximum light out- modern fluorescent fixture. Architects and 

put. Uses 4 40-watt lamps. interior decorators choose “Officer” fix- 
tures for distinction, beauty and for pleas- 
ing diffusion of light without sacrifice of 
output. Uses 4 40-watt lamps. 


Leader URC Research Luminaire 
LRL-440— Meets all specifications of 
Utility Research Commission for Better 
Light—Better Sight. Uses 4 40-watt 
lamps. 


Leader Zephyrlite ZUO-240—A favor- 
ite with those who know industrial light- 
ing needs. Its excellent construction and Le 
many fine features make it the last word 
in efficient operation and easy main- 
tenance. Built for 2 40-watt lamps. 


ader GL-440 — Luxury lighting at mod- 
erate cost. With its deluxe features, 
prices compare with ordinary open type 
units. Hinged glass frame for easy main- 
tenance. Requires 4 40-watt lamps. 


Leader Stratoliner 1UO-240 — 

This sturdy fixture is the recog- 

nized leader in heavy duty 

~ ~ industrial units. May be in- 

Leader Trofferlite TG-240 — Ideal stalled as single units or in 

for use in remodeling or new stream- continuous runs. Uses 2 40-watt 
lined construction. Strong rigid con- lamps. 

struction permits ceiling to be hung ~ 


> 
from unit. Uses 2 40-watt lamps. < ~, 


Leader NHI-440 

with “Slimline” tubes — 

This heavy duty unit has 

channels designed with grooves 

to take adjustable hanging clamp. Re- 
flectors have captive knurled clasps. 
Uses 4 8-foot lamps. 


Leader NHC-440 with 

“Slimline” tubes — Louvered 

for beauty and soft light diffusion. 

Molded plastic side panels give maximum light 
transmission without glare. Uses 4 8-foot lamps. 


Tue Modern Design, Precision 
Engineering, and Controlled Manufacture 
that go into every Leader fluorescent 

fixture gives American business and 
industry lighting at its best. And, only 
better wholesalers and contractors 


distribute and install Leader fixtures. 
e 
’ format’ 
esting: - ° 
An intere® ends, Coming Soon! The Leader “Schoolmaster’’. A new type of fluores- 


sound fi 


. ir 
on yghting 
\m cent fixture especially designed for school room use. It's a “‘nat- 


ural" for every school. 


LEADER ELECTRIC COMPANY 


6125 NORTH BROADWAY * CHICAGO 40, ILLINOIS 


WEST COAST FACTORY # 2040 LIVINGSTON ST., OAKLAND 6, CALIF. 






























With a reputation for Pioneering and Con- 
stant Improvement, ECONOMY has always 
made its Renewable Fuses and Renewal 
Fuse Links to meet the maximum of all 
requirements of “The Standard for Fuses”. 


—And we are now proud to announce 
ECONOMY “Time-Delay” Renewal Links, that 
offer superior protection where time delay 
is needed most—within the 135% and 200% 
range in which most overloads occur. 





Because of the simplicity and unusually 
fine mechanical construction of ECONOMY 
Fuses and “Time-Delay” Renewal Links, 
renewal is quick and easy. 





See your Electrical Wholesaler for the new 
ECONOMY “Time-Delay” Fuses and Links; 
he has them in stock. 


SEND FOR NEW CATALOG 


ELECTRICAL WHOLESALERS... Men who Buy and Specify Fuses are Rapidly Learn- 
ing About the Superior Protection ECONOMY “Time-Delay” Renewable Cartridge 
Fuses offer . . . Their advantages are being featured in ads like these appearing in 
magazines having a circulation of over 200,000. Be Ready for This Growing Demand! 


2203 


ECONOMY FUSE AND MEG. CO., 2717 creenview ave, chicaco 14, Luinois seeassenrarves, 2 
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Type ML A.C./D.C. 1, 2, or 3 Pole, 15 to 50 Amperes 


Strong cross 
















Main spring section molded 
(concealed) ; bakelite handle Solid, high Narrow slot for 
, provides posi- strength, high edgewise 
Bimetal for tive contact conductivity contact arm 
delayed trip pressure and cadmium cop- Sintes arc Arc suppressor 
strong mech- per edgewise chamber chamber 
Sealed bimetal anism action contact bar 
adjustment Arc chamber 
screw 


vent screen 


All-steel parts 
are rust- proofed 
to prevent 
corrosion 


Silver tungsten 

contacts brazed 
to contact arms 
and plates 









Terminal screw 





der tower eupere Arc suppressor Mechanism is 
ratings stack especially completely en- 
designed to closed in a sealed, 
Bearing surfaces instantly rupture compact, molded 
Coilless magnetic Stainless steel are hardened to both direct and bakelite case to 
trip element sensitive latch reduce wear alternating currents prevent tampering 





SQUARE J) COMPANY 


DETROIT ° MILWAUKEE ° LOS ANGELES 
In Canada: SQUARE D CANADA, LTD., TORONTO, ONT. + In Mexico: SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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CAAGNETIC 


A 


CIRCUIT BREAKER 


For Direct or Alternating Current Systems 


This new and vastly superior Square D 
thermal-magnetic breaker has a unique 
coilless magnetic tripping mechanism 
which causes it to open instantly on mod- 
erate as well as heavy short circuits. A 
quick-make and quick-break mechanism 
of simple and rugged construction is 
incorporated in this breaker to assure long 


Jealures 


life and trouble-free service. 

A new line of lighting panelboards, 
using these new breakers, is now available 
for delivery. 

The ML A.C./D.C. breakers are designed 
for use on either direct or alternating cur- 
rent systems where 1, 2 or 3 pole circuits 
are required. 


HOLDS MOMENTARY OVERLOADS (thermal trip) 
TRIPS FAST ON SHORT CIRCUITS (coilless magnetic trip) 
QUICK-MAKE, QUICK-BREAK (manual operation) 


QUICK-BREAK (automatic operation) 
MEETS FEDERAL SPECIFICATION WP131A FOR CLASS 1 BREAKERS 


ML A.C./D.C. 
Enclosed 


Circuit Breakers 
MLA.C.]/D.C. breakers are ideal 
for motor or branch circuit. wir- 
ing and are also furnished in 
general purpose industrial and 
service equipment enclosures. 
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NAIB PANELBOARDS 





NAIB lighting panelboards, 
using the new MLA.C./ D.C. 
breakers, are ideally suited 





for factories, schools, hospi- 
tals and other buildings 





where safety and depend- 
ability are of prime impor- 
tance. Available in double 
row single pole breakers 





up to 42 circuits; also in 
single row column type up 
to 32 circuits. 





Write for Information. 


Square D Company, 6060 Rivard St., 
Detroit 11, Michigan, 
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Class 7001 D.C. and 
Class 8501 A.C. Type P 
Relayshave magnetic ac- 
tuators and contact mech- 
anisms of similar design. 








APPLICATION - Switching relays are used to set up complicated control circuits, 
pilot larger magnetic devices, energize lights or audible signals, isolate low 
voltage circuits and occasionally to control very small motors having integral 
overload protection. They must be compact, inexpensive, fast, dependable, 
easily installed, and have comparatively low magnet coil demand. 


SQUARE D’s DESIGN meets those specifications. It is mounted and wired from 
the front, requires no extra space for electrical or mechanical clearances; 
consists of standard parts; has short stroke and straight line action; utilizes one, 
two or three individually-enclosed snap-action contacts of double-throw con- 
struction; can be readily converted to meet job requirements; and comes with 
either A.C. or D.C. magnetic actuators of similar design. 


1 Pole, Double throw,D.C. 
Class 7001 Type PO-1 


a a Ril ea, eR 





Flexibility is a characteristic of growing importance in the field of automatic » 

eee x 2 Pole, Double throw, D.C. 
control. Use of an A.C. or D.C. magnetic actuator of similar design with one, two Class 7001 Type PO-2 
or three self-contained contact mechanisms, each having one normally-open 
and one normally-closed contact, results in a switching relay to meet nearly all 
requirements. Actuators with only one contact mechanism (carried in stock) 
may be readily converted to additional poles by installation of either one or two 
additional standard contact mechanisms, also from stock. Contact mechanisms 
are easily and quickly renewed in the field with a minimum of expense. 

















Write tor complete details on Sommer Ravmess os : 
Type P Switching Relays. Address A.C. Voltage D.C. Voltage = 
SQUARE D CO., 4041 N. Richards Electrical Ratings | 110 | 220 | 440 | 550 | 115 | 230 | 550 ota tos 
St., Milwaukee 12, Wis. Normal Amperes 15 10 6 5 2 0.5 0.1 _ ype 
Inrush Amperes 40 20 10 8 









































2QUARE 7) COMPANY 


DETROIT . MILWAUKEE . LOS ANGELES 
In Canada: SQUARE D CANADA, LTD., TORONTO, ONT. + In Mexico: SQUARE D de MEXICO, S.A., MEXICO CITY, D-F. 
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* NON-RAVELING 
® HIGH TENSILE STRENGTH 
© GUARANTEED TO SATISFY 


R 
APPLETON RuBBE 
wassh 


TSC ea i / 


APPLETON RUBBER CO., INC. 


BOSTON 30, MASS. 
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For 50 years CROUSE-HINDS has consistently 


maintained a policy of backing up the electrical 
wholesaler and every month, through the medium 
of technical trade journals, tells 748,985 of your 
customers that 


CONDULETS* 


have 








A 


Nationwide 
Distribution 
Through Electrical 
Wholesalers 


S 


Look for this seal on CROUSE-HINDS advertisements. 
You will find it prominently displayed. 





als 
““CONDULET is a coined word registered in the U.S. Patent Office. 
It designates a product made only by the Crouse-Hinds Company. 


CROUSE-HINDS COMPANY oMigg7 197 

“s 1897 — 1947 
Syracuse 1, N. Y. 

Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houst Indianapolis — Kansas City — Los Angeles — Milwaukee — Minneapolis 


— Houston — C 
New York— Philadelphia — Pittsburgh — Portland, Ore.—San Francisco—Seattle—St. Louis—Washington. Resident Representatives: Albany — Atlanta — Charlotte — New Orleans — Richmond, Va 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


TRAFFIC SIGNALS »- CONDULETS - FLOODLIGHTS > AIRPORT LIGHTING 
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Manufacturers of Wire Rope and Strand ¢ Fittings © Slings © Screen, Hardware ond Industrial Wire Cloth «¢ Aerial Wire Rope Systems 
Hoard, Annealed or Tempered High and Low Carbon Fine and Specialty Wire, Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel - Ski Lifts 








.... MOW much 1s 1¢ worth? 


N 1844, three years before Alexander Graham 
Bell was born, and long before the first Prairie- 
ee re Pino Schooner crossed the Mississippi River, John August 
\ \ my \ VV) 1 i 11 ae ' iy 11 iy q | | VI pry Roebling’s confidence in the suspension principle of 
ae ; : sige construction so impressed the engineers of the State 
; of Pennsylvania, that they authorized him to build 
the world’s first suspension aqueduct. 
How much is his confidence worth to all the 
thousands of engineers who followed and to hu- 
manity in general that have benefited from his pioneering venture? 
And how much is the confidence of the John A. Roebling’s Sons Company in the future of American 
industry worth to you, that keeps Roebling development and Roebling products in the lead? 
Roebling’s greatest asset is your confidence in Roebling and its confidence in your future. That is why 
Roebling’s every effort is dedicated to the preservation of this confidence—your’s and Roebling’s. 


THESE 3 “EXTRAS” HELP YOU SELL MORE ELECTRICAL WIRES AND CABLES 


7 OUR CUSTOMERS buy Roebling electrical wires and cables 

because they’re convinced they get more in dependability, 

service and long- run economy. But Roebling also gives addi- 
tional push to this preference with 3 big “extras”: 


Extra! ADVERTISING—Leading business publications in 
the electrical field are featuring-a-dominating series of double- 
page color ads, reminding readers constantly of their own 
confidence in Roebling electrical wires and cables. 


Extra! ENGINEERING—! xperienced Roebling field men 
are always On call to help crack your customers’ cable problems. 
It’s a sales-boosting service that attracts buyers . . . brings them 
back to you again and again for more business. 


Extra! WAREHOUSING—You can often change a “no 
sale” into a profitable deal if you promise rush delivery in 
emergencies. Right now adequate stocks of standard electrical 
wires and cables are being accumulated in the network of 
Roebling branch warehouses throughout the country. That 
means you'll be able to depend on efficient service and prompt 
deliveries to back up your promises. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





Electrical Wire and Cable ° Suspension Bridges and Cables 
Aircord, Aircord Terminals and Air Controls « lawn Mowers 





A CENTURY OF CONFIDENCE 

















ASPB) YEARS OF 
DEPENDABLE 
PROTECTION, ~~ 
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(When you ea of urmoved pate & 8 THINK OF GENERAL ELECTRIC 


Armored cable has come a long way since 
the first coil was produced in 1897. And 
General Electric, a pioneer in the develop- 
ment and manufacture of this popular wir- 
ing product, proud of the part it has played 
in the steady improvement of armored cable, 
now offers the improved BX*, constructed 
with a bonding strip in sizes No. 14 and 12 
Awg, to assure low armor resistance. 
Long a symbol of quality in the electri- 


cal industry, General Electric’s BX is recog- 
nized as the leader among armored cables. 
That leadership is based on the same skilled 
engineering, advanced manufacturing tech- 
niques, and quality control that make all 
General Electric wires and cables noted for 
long-term service and satisfaction. 

That’s why—when your customers ask 
for armored cable—it’s easy to say “G.E., 
of course.” You'll find that they’ll agree. 

*Trade-mark Reg. U.S. Pat. Of. 


GENERAL @ ELECTRIC 
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DESIGNED TO GIVE SMOOTH, EVEN LIGHT DISTRIBUTION 


Characteristic of Curtis ‘firsts,"" the new ‘‘Anniversary’’ Luminaire (Catalog No. 51) brings a new 
high in fluorescent illumination to the lighting industry. The completely open top of the 51 permits 
light distribution to the ceiling which is reflected into the room smoothly and evenly, achieving 
an indirect lighting effect. The Curtis engineered lengthwise and crosswise shielding of 30° enables 
the ‘Anniversary"’ unit to direct its downward output into the room without glare. The attractive 
side louvers produce a beautiful, luminous effect along the entire length of the unit. 


Outstanding Curtis design and engineering make the “Anniversary” luminaire applicable to a 
wide variety of lighting jobs, for use as individual units or in continuous lines. Simple to install, 
easy and inexpensive to maintain, the ‘Anniversary"’ luminaire brings you decorative beauty, 
quality construction and assures long satisfactory service. 


Commercially, the ‘‘Anniversary'’ Luminare (Catalog No. 51) offers you a ‘‘sales tool’ capable of 
considerable volume. Write us today for additional data. 


CURTI 9 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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CLARK BULLETIN 6018 AC COMBINATION STARTERS 
PROVIDE SIMPLE INSTALLATION AND WIRING 


@ Clark Bulletin 6018 AC Combination 
Magnetic Starters consist of a Disconnect 
Switch, Fuses if desired, Motor Starter with 
Overload protection, and, where needed, a 





Transformer—all mounted and wired in a 
neat cabinet. 


Installation consists only of mounting the 
cabinet and connecting the incoming lines 
—and there’s plenty of wiring space. 


Comparing this with separate mounting 
and wiring of Disconnect Switch, Motor 
arter and Transformer, you'll see that 





time and space are saved, 


Sizes 0, 1 and 2 have double-break 

contacts, eutectic alloy type thermal ové 
relays. The contactor is operated by a light-weig 
hinged armature magnet with no sliding or wear- 


ing parts. It moves only a short distance in closing 





and operates at high speed with minimum impact. 


These Clark Bulletin 6018 Non-Reversing Across- 
the-line Starters provide full voltage starting and 
overload protection for squirrel-cage motors, and 
can also be used as primary switches for wound 


rotor induction motors. 


Larger sizes, including size 5 are also available. 








Clark Electrical Control is the ideal 
line for distributors. 


THE CLARK CONTROLLER CO. 


« 
. f, 


< 
. ®YTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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The dust and dirt that accumulate on lighting fixtures 
rob users of much of the illumination they are paying 
for. Frequent dustings are good business economy. 


Now, with GUTH Hinged Glass Aristolites*, the en- 
tire dusting operation can be done regularly ... easily 
... safely ... right from the floor! A simple gripper 
on the end of a pole swings the glass panels free on 
their GUTH Floating Hinges. Then a duster on the 
opposite end of the same pole cleans the fixture, 
and the panels are quickly reseated. 





Dusting the Aristolites is just a simple part of the reg- 
ular weekly routine...as casual as dusting the desks! 


~__j) | WHY EXPECT PORTERS TO BE ACROBATS! 


It’s a dangerous, wasteful misuse of manpower for cleaners to scurry up tall 














kee ladders, balance awkward glass panels precariously, dust them, juggle them 
pe sate back into position, and then clamber down again. Needless, too, when the 
3 5 whole job can be easily and much more quickly done... right from the floor 





L ... with GUTH Hinged Glass Aristolites! 
AT LAST! THE LUMINAIRE THAT MAKES THE DUSTING LADDER OBSOLETE! 


Write today for full information *Trade Mark Registered— Patent Pending yp Re 
about this amazing new Fluores- » ‘ 









cent Luminaire... the GUTH S s 

Hinged Glass Aristolite with the , Inc 

Floating Hinge leaders in A" e 199 
COMPANY 













to pee 


2615 WASHINGTON AVE, - $T. LOUIS 3, MISSOURI 
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Many other types 
also available... — 
A BOX FOR EVERY ff 


Remember, you can always Rely on Raco! It’s more 
than a catch-phrase, more than a slogan—it’s your 
positive assurance of a quality line that’s preferred the 
country over! And, here’s why: 


THEY'RE CLEAN—no ragged or rough edges, attractively 
finished! 


THEY'RE UNIFORM — every Raco product is made to the 
same exact measurements. 





THEY'RE DEPENDABLE—the Raco line is backed by 
more than 34 years’ experience in the designing, 
engineering, and production of steel products. 


THEY'RE PACKAGED—Raco boxes come packed in 
cartons. Easy to stock, inventory and identify. 


Write today for your free copy of catalog on Raco 
products. It’s the quality line, the dependable line, the 
line that you and your salesmen can sell with pride and 
profit—today—tomorrow—and for many years ahead. 


ALL-STEEL EQUIPMENT, INC. 
300 Kensington Ave., Aurora, III. 





ALL-STEEL PRODUCTS 


14 


wo LS 





EQUIPMENT, INC. 
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dian ‘Heater. Tall, slen- 
lined . the heater will fit 
a here are no flues, vents 


allation is simple and 
0: erating on either 120 of 
is “F te: ad- 1o-Heels” heater is 
athroom heater avail- 


no wasted heat in aa ‘unoccupied room . 
all you jd hil Vac cidametigas sboolder. 
high switch: ‘and immediately the bath- 
ode: with ‘clean, healthful 
‘handsome, highly polished 
aun grill provides eal protection 
for children and fabrics. Made to last a 
lifetime, the “LR” ‘Heater i is a “must” in 
new home construction or modernization. 


HERMADOR 


"ELECTRICAL 
ape LIANCES 





prep ers es 
THERMADOR bivesaeans: masbiacronine co. 
“LOS ANGELES 22, CALIFORNIA 
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Cold Cathode lighting is the modern, advanced 


form of fluorescent lighting. It overcomes the 
barrier of old-fashioned lighting fixtures to 
which modern architectural design has had to 
limit itself. Now a modern building can have 
modern lighting, that in addition to being dec- 
orative also provides light output and color 
harmony to exactly meet the purpose of the 
room. 


The first Cold Cathode tubes were custom made, 
but as the advantages of this form of lighting 
became apparent, standard size tubes were de- 
veloped. This development naturally simplified 
and economized installations. 


Properly processed Cold Cathode tubes will op- 
erate indefinitely without service or mainte- 
nance. Most tubes are sold under a 10,000 hour 
guarantee—but many installations have recorded 
20,000 to 30,000 hours of service. Added to the 





Heavy duty, industrial type Cold 
Cathode lighting transformer. 
Available in 120 MA, 6000, 7500, 
9,000, 12000 volt secondaries. 


Available in 


ACME ELECTRIC CORPORATION 
67 Water St. Cuba, N. Y. 
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advantage of long life is the fact that Cold 
Cathode lighting provides a more effective light 
output at a lower cost, as much as 30 to 40 
lumens per watt. 


Acme Electric engineers have assisted in many 
ways to help make Cold Cathode lighting prac- 
tical and economical. Contributing to this per- 
formance are the series of Acme transformers 
and Acme ballasts that are preferred by leading 
lighting engineers. 


For further informa- 
tion about Cold 
Cathode lighting and } 


Acme 






YEARS OF 
PROGRESS 


Ry — 1917-1947 


Electric trans- dtitig th 
formers and ballasts, = 
write for Cold Cath- 

ode Lighting Hand- = . 
book CCB 165. <i" 


ANS Js * 





Heavy duty, commercial type Cold 
Cathode lighting transformer. 
120 MA, 5000 to 
12000 volt secondaries. 


Cold Cathode lighting ballast, for 
powering 2-20 MM or 2-25 MM 
93” long standard tubes. 


Acme Electric also manufactures Luminous Tube Transformers — Fluores- 
cent Lamp Ballasts — Cold Cathode Lighting Transformers and Ballasts 


— Mercury Vapor Lighting Transformers — Radio and Television 
Transformers — Electronic Transformers — Door Bell, Chime and 
Signalling Transformers — Safety Transformers — Voltage Regulating 


Transformers—Step Down Transformers — Control Transformers — Warp- 
Stop Transformers— Capacitor Transformers for Power Factor Correction 


IN CANADA, Acme Electric (Canada) Ltd., 
824 Notre Dame St., West Montreal 25, Que. 
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C2. BACK UP 





An unprecedented demand coupled with 
a series of manufacturing difficulties 
beyond our control has caused a short- 
age of Central Rigid Steel Conduit. In 
spite of this situation, Spang Advertising 
Continues to appear in leading trade 
journals read by your customers. It tells 
about the advantages of Central Rigid 
Steel Conduit and directs customers to 
you. In this way, a future demand is 
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This is one of a series of 
SPANG ads which are appear- 
ing regularly in: Electrical 
Contracting; Electrical 
Equipment; Electrical West 
and Electrical World. 


YOur order will 


Pipe selected ter Contra 


® 
Conduit hes ene. grt Steet 














YOUR FUTURE SALES PLANS 


built for Spang Conduit that will mean 
extra profit for you. 


Spang has a very earnest desire to 
help its distributors build for the future. 
That’s why everything possible is done 
to protect the high quality of Central 
Rigid Steel Conduit and to produce it 
in greater quantities to meet your cus- 
tomers’ demands. 


SPANG-CHALFANT 


Division of The National Supply Company 


General Sales Office: G 


rant Bidg., Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 


RRA 
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DETROIT PUBLIC LIBRARY 















Because — you can always 
depend on the variety of Burndy connectors to provide quick, eco- 
nomical and highly efficient electrical connections. 

This dependability stems from Burndy’s long leadership in the 
electrical connector field . . . which has resulted in the acceptance of 
Burndy connectors for all construction and maintenance requirements. 
Remember too, deliveries are good at Burndy. Do you have the latest 


Burndy Catalog? 


IN CANADA: Canadian Line Materials, Limited, Toronto 13 


BURNDY. New York 54, N.Y. — rorticn: Philips Export Corporation, New York 17, N. Y. 
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Uiite) SrAves AUDSER SOMPANY 





S2a7i7S TAROVGEH SEIZNSz 


Some people 
ave just different! 


And the same goes for electrical wire. Laytex (Type RU) branch circuit 
wire stands out from the mob because it is the world’s smallest diam- 
eter, lightest weight natural rubber-covered building wire. 

The small diameter of Laytex permits more circuits per conduit. The 
90% unmilled, grainless natural rubber insulation is applied in lam- 
inated walls that form an electrically safe sheath. The conductors are 
perfectly centered, eliminating chances of thin spots. Dielectric and 
tensile strengths are high. 

Laytex (Type RU) is more than just different. In physical and elec- 
trical qualities, there is no other wire to compare with it. 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas + Rockefeller Center -°* New York 20, N. Y. 





ELECTRICAL WIRES AND CABLES 





SAFETY FACTORS THAT PUT 


Sa 
(<< (/f OUT IN FRONT 
U LAY 

















BULL'S 
EYE 


The conductor is 
on dead center 
throughout every 
inch of the wire. 


ELEPHANT 
INSULATION 


Laminated walls of 
natural rubber in- 
sulation mean Lay- 
tex (RU) is safe. 


SMALLER O.D. 


Allows more cir- 
cuits per conduit 
than in ordinary 
wire. Lighter 
weight. 
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D A y - | A Fa i a Massive steel reflectors are finished in ageless vitreous 
porcelain enamel that stays snow-white—assures better 


diffused light with less upkeep. 

® Retains full reflection factor — easy to clean 

® Die-formed lateral channels prevent distortion 

® Turned-back edges for greater strength and chip-resistance 


The DAY-LINE reflects expert engineering in every part. May we send Bulletin 
30-A with complete details? 


The DAY-LINE 


Heavy-duty industrial fluorescent fixture with porcelain-enameled steel re- 
flectors. Designed for two and three 40- or two 100-watt lamps — unit or 
continuous installations. U. S. Patent Nos. 2317434, D-135375 and D-133458. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ont. 


IT’S EASY TO SEE WHEN IT’S 


Oy Val i = 
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Now/ Vacked..™.t03 
soar SOCRU-(1S 


U. S. PATENT NO. 1,933,555 





SOLDERLESS — TAPELESS 


. WIRE CONNECTORS 








GROWING SALES... 


Get in on the expanding markets for Solar SCRU-ITS — the fast, eco- 
nomical, easy to use wire connectors. More and more SCRU- ITS are 
being used every day for joining all combinations of solid and/or 
stranded wires in all types of electrical equipment. National advertis- 
ing in leading trade papers is helping boost this tremendous demand. 


























EXTRA PROFITS... 

You make a “more than usual” profit on every sale of SCRU-IT Wire 
Connectors, the fast turn-over item called for by your customers. 
That’s because Solar SCRU-ITS make compact joints and give better 
electrical and mechanical contact without the use of tape, solder, 
flame or tools. 





WI Se bina Te — 


EM tuarss it with ScRU-iTs! 


& 
a d 


EASY TO HANDLE... 


Solar SCRU-ITS are packed in convenient quantities of 100 connec- 

















4 ( u is be EF AR . tors per carton. You make every sale quickly and easily ...and you 

: 0) T lj S E S pull “repeat” business from your trade. You have no waste, no dam- 

i i * A FEW age, no “dead” stock and your original investment is small. Write 
today for attractive jobber proposition. 

@ Fixtures @ Lighting Devices 

° eg Boxes 2 saan quipment 

@ Fuse Boxes @ Transtormers 

@ Motor Connections ® Circuit Breakers j 

@ Light Switch Boxes @ Switch Controls DON’ T TAPE! DON’ T SOLDER! SCRU- IT! 

@ Outlet Boxes ® Automotive Wiring 


Libhbih hihi hhh hhh ttt ititiiiii) 


MADE IN FOUR SIZES! 


Available in the following 
sizes: 1B, 3B, 4B & 6B, for 
joining many combinations 
of AWG solid and/or strand- 
ed wires. 


SEND ME FULL INFORMATION 
& DATA SHEET NO. B-7a._ 






WRITE FOR 
ES ere mene eonteeemniedeonnnenianes 


I cds tusvnct alien epusesbdpoishiciadyuitioaush dvi akivad sinh acs nsgsuktn Ache ec ea ean 

SOLAR ELECTRIC CORPORATION ie ita 
FACTORY and SALES OFFICES City BI Sec csssonssenaets 

WASee": PENNSYLVANIA I cess crs caeaavoaaieneensomnenpagia ip, eesieisocaeiee son pele scala 


LILI 
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p SPECIFIC 


aR 
gran LIGHT! 


gor INDUSTRIAL 


All ROM ipeey 
to inclifde tae lates I developn cial now 
available in'# COOven Gene 56 pric Polet. These new 
specifications cover all vital construction and perform- 
ance factors that should have major consideration in 
selecting 14 different types of Industrial Reflectors and 


Fluorescent Units. 


Copies of this new booklet are available without 
charge through manufacturers utilizing RLM 
inspection and certification service, or direct from 
RLM Standards Institute. 


RLM STANDARDS INSTITUTE, Incorporated 





NOW AVAILABLE 











ra beam thy: 
tees 


aca 4% 


14 new 


RLM 


SPECIFICATIONS 


FOR INDUSTRIAL 
LIGHTING 
EQUIPMENT 


i 
wwe Dome Reflectors 


N y 12 RLM — Deep Bow! Reflectors 
‘No. 3 RLM=— Symmetrical Angle Reflectors 


No. 5 RLM — 48” Fivorescent Two-Lamp Closed- 
End Porcelain Enamel Unit 


No. 6 RLM = 48” Fluorescent Three-Lamp Closed- 
End Porcelain Enamel Unit 

No. 7 RLM = 60” Fiuorescent Two-Lamp Closed: 
End Porcelain Enamel Unit 


No. 9 RLM= 48” Fluorescent Two-Lamp Open- 
End Porcelain Enamel Unit 


No. 10 RLM=— 48” Fiuorescent Two-Lamp Open- 
End Porcelain Enamel Unit 


No. 11 RLM —Z0” Fluorescent Two-Lamp Opene 
End Porcelain Enamel Unit 


No. 18 RLM = Glasstee/ Diffusers 


No. 19 RLM — 300-1500 Watt Aluminum Reflec- 
tors for Concentrating Distribution 


No. 20 RLM = 300-1500 Watt Aluminum Reflec- 
sore for Medium Spread Distribu- 
tion 


No. 22 RLM = 48” Fluorescent Two-Lamp Closed- 
End Porcelain Enamel Unit (with 
Longitudinal Unit) 


No. 23 RLM= 48” Fivorescent Two-Lamp Open- 
nd Porcelain Enamel Unit (with 
Lengitudinal Unit) 


No. 100 RLM = Testing and inspection Procedure 
for Maintenance of Label Service 
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OWN YOUR OWN COMPLETE INTER-COMMUNICATION SYSTEM 





; 

| 

\ 
\ 
{ 
i 





SELECT-O-PHONE 


PRIVATE AUTOMATIC TELEPHONE AND PAGING SYSTEM 





OPTIONAL “NAME TOUCH" 
EXECUTIVE STATION 


Provides added convenience for the busy 
executive. Locked against any one listen- 
ing in... except for executive right-of- 
way—an extra optional feature. 


- 





CALLING ALL STATIONS 


Any one connected to the system may 
originate a conference call. Any station 
may call any other station. Patented fea- 
ture permits unlimited simultaneous con- 
versations. Only Kellogg Select-O-Phone 
offers this ‘‘non-stop”’ feature. 


Key personnel can be “at your desk’”’ 
in just a few seconds—individually or 
in groups—through the automatic serv- 
ice of the Kellogg Select-O-Phone sys- 
tem. No need to waste their time, or 
yours, running around the office or 
plant—no need to tie up the switch- 
board with inside calls. 

Any business requiring inter-com- 
munication between five to thirty-six 
desks will find the Kellogg Select-O- 
Phone system the most flexible, effi- 
cient, and economical . . . simplest to 
install, maintain, and expand .. . com- 
plete in every respect. It’s the 50th 
Anniversary product of Kellogg expe- 
rience in the development and manu- 
facture of telephone equipment. 

With Select-O-Phone, a spin of the 
dial immediately puts you in touch 
with anyone on the system. You may 
have a strictly private conversation (no 


SELECT-O-PHONE DIVISION 


seavice ane KELLOGG SWITCHBOARD & SUPPLY CO. 





310 West 6th Street * Kansas City, Missouri 
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listening-in) or a round table confer- 
ence. It’s quick, convenient and prac- 
tical .. . takes the load off the regular 
private exchange switchboard... keeps 
rented telephones free for outside calls 

.. cuts delays . . . lowers toll charges. 

Installation is extremely simple— 
only three wires required between each 
station and the Select-O-Phone switch- 
board. Line wires can be run by a 
handy man or local electrical contrac- 
tor without previous telephone expe- 
rience. ‘‘Plug-in’’ type equipment is 
easily removed and replaced, all com- 
ponents interchangeable. 


Some Excellent Territories still open for distributors 
with sales, installation and service facilities. 


Select-O-Phone Division 
Kellogg Switchboard & Supply Co. 
310 West 6th Street, Kansas City, Mo. 


Send me full information on Select-O-Phone. 








“AS IMPORTANT AS ANY TOOL IN THE KIT” 
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Guide No. 17. 








say Electrical Contractors and 
industrial Maintenance Men who 


recommend and install 





Name 
Company 
St. & No. 
City 
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.’ cable to meet special service re- 
quirements — that’s usually a pretty safe 
rule to follow. But every good rule has an 
exception sometimes and, such an exception 
is Hazasheath. 

Tinned copper conductors are first 
protected with a strong, resilient wall 
of moisture-resistant Submarine insulation. 
Over this conductor insulation goes tightly 
wound protective tapes. And then to give 
this cable its installation versatility, the 
outer sheath is a thick jacket of Hazaprene, 





compounded with neoprene, and mold 
cured under heavy pressure. This 
Hazasheath jacket resists oil, sunlight, 
acids, moisture, chemicals and mechanical 
damage. It has all the necessary protection 
for aerial, underground or conduit service 
built in . . . makes cable installation 
simple, fast and economical. For complete 
details, see your Hazard representative 
or write for Hazasheath Bulletin 322. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


ANZANSDE 


insulated wires and cables for every electrical use 
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‘modern 4-40 watt open type fft 
one of the smart, distinctive and refreshingly different 
designs in the new General Day-Lite series. Designed 


at 








d for continuous row, 
illumination. Ends and ornaments are cast metal. Their 
exibility make. them. prac- 
t in illuminating effectiveness. Union 
Made and Underwriters Laboratories Approved. 


DAY- LITE COMPANY 


A diprainaiemeam - 
Vanufacturers © Fixtures 
Binnie seni ie A GER annette 


Phone NORRISTOWN 7500 NORRISTOWN PA. 
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“ LE Ly Ay a tA tir" 
a 


wtle pallet! 


THE MODERNIZED PACKAGE FOR 
DUTCH BRAND FRICTION TAPE 


The same high quality friction tape which has made DUTCH 


BRAND an outstanding favorite ... now housed in a new stream- 


lined package for greater eye-appeal and greater sales. 


FRICTION TAPE IS ONE ITEM 
OF AN EXCEPTIONALLY 
BROAD AND VERSATILE LINE OF 
DUTCH BRAND ELECTRICAL 
PRODUCTS. 
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How Easy! Squeeze—Slip into knockout— 
Put cable thru—Tighten screw—That's all. 


THE NEW 2020 CONNECTOR 


Easy to get. Easy to use. Now in quantity production. 





With an easy squeeze, 2020 slides into your !/2" knockout, and snaps 
into its hold-fast position. For new or old work, inside or outside 
the box. Working from the inside, you can connect your cables 
with no damage to the surrounding surfaces. 


These Underwriters Laboratories Approved, inexpensive T&B 2020 
Connectors take a wide range of non-metallic cable sizes, 14-2 to 
10-3; 2-wire or 3-wire cables. 


Carried in stock by Electrical Wholesalers through whose service 
organizations, all T&B products are distributed exclusively. 


* Patent Pending 


The Thomas & Betts Co. 


INCORPORATED 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
ELIZABETH |, NEW JERSEY In Canada: Thomas & Betts Ltd., Montreal 
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3 FACTS THAT SPELL 


BIGGER PROFITS WITH G-E LAMPS 


1. HIGH PROFIT ITEM— Volume sales plus a good 3. STEADY DEMAND— Your dealers’ customers need 
profit margin makes G-E lamps a top-notch G-E lamps the year ’round. 


money maker. , 
4. MERCHANDISING COOPERATION— You can always 


- ADVERTISING SUPPORT— Week after week Gen- count on General Electric for up-to-the-minute 
eral Electric advertising pre-sells G-E lamps merchandising ideas, outstanding displays and 
to your trade — stimulates interest — expands other point-of-sale material. 
your market. 

. 5. FASTER TURNOVER— More and more people pre- 


fer General Electric lamps. They’re easier to 
sell because the G-E monogram is a recognized 
guide to value. 





6. COMPLETE LINE— General Electric makes lamps 
for every need. A bigger market for you! 
7.NO STOCK INVESTMENT—Lamps come to dealers 


onconsignment. No loss through price changes. 
No obsolescence. Non-perishable item. 
8. QUALITY LEADERSHIP — You're sure of customer 
satisfaction, because General Electric research 
is constantly at work to make G-E 
lamps 


Sty Bright Longer! 





GE LAMPS | 


GENERAL @ ELECTRIC 
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FOR TEE OR PARALLEL TAPS 
YOU'LL PREFER THIS O. Z. FITTING 
FOR ITS COMPACT SIMPLICITY! 


Get strong, positive connections — speedily, simply — with this new one-piece 
XTP connector. Without loose parts to drop, anyone can install XTPs properly. 
Merely clamp the hinged jaw over the main and tighten — you've made a per- 
manent connection. Whenever desired, tap can be inserted and tightened in 
any of three directions without disturbing main. 


Other reasons why the XTP is more economical: 


e 25 CONNECTOR SIZES do practically all tap jobs 
Fit over 400 combinations of wire sizes, #8 to 1,000,000 CM 


e SPRING STEEL LOCKWASHERS (tin plated) maintain pressure 
e PRESSURE PLATES (non-rotating) serrated for maximum grip 

e HIGH CONDUCTIVITY copper alloy body 

e EXTRA STRENGTH copper alloy pressure plates and hinged parts 


Used for either tee or parallel taps — one typical XTP replaces 32 different con- 
nectors, cuts your inventory to a minimum. Get this time-and-money-saving 
one-piece hinged connector from your wholesaler. Ask for XTP, made by O.Z. 


CONDUIT FITTINGS 

CABLE TERMINATORS 
CAST IRON BOXES 
SOLDERLESS CONNECTORS 
GROUNDING DEVICES 
POWER CONNECTORS 


ELECTRICAL 
MANUFACTURING 


COMPANY 


262 BOND STREET BROOKLYN 2,N. Y. 
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ALWAY$ $PECIFY 





ALL-BRIGHT ELECTRIC PRODUCTS COMPANY laity 
Manufacturers of Fluorescent Lighting Fixtures a 4 
3917-25 : ere ats pons ilineis 3) WM -Csight 
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WANT THE CREAM oF 
THE FITTING MARKET? 











Leading electrical contractors from coast to coast prefer the high quality of 


Conduit Pipe Products. Properly gauged, carefully chamfered, perfectly reamed 
and rigidly inspected, Conduit Products are standards of the industry . . 
dependable for trouble-free starting and satisfactory performance on every 
job. If you're interested in serving the discriminating customer, be sure you have 
an adequate stock of Conduit Pipe Products. 






REPRESENTATIVES IN 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


NCIPAL CITIES 


“~ 


PIPE COUPLINGS (_) PIPE NIPPLES @—D ELBOWS, 90°G-® AND 45°c=> 


RUNNING THREAD PIPE ggg) GOOSENECKS <—~)) WALLPLATES 


ELECTRICAL WHOLESALING—July, 1947 


























SYLVANIA 


‘Fluorescent at its Finest ?” 
FOR OFFICE, STORE, FACTORY, HOME 





@ EASY TO INSTALL! 
@ §EASY TO MAINTAIN! 


@ £ASY TO CONVERT FROM 
UNSHIELDED TO SHIELDED 
ILLUMINATION! 


Pw the CL-246—Sylvania’s latest addition to 
its beautiful and carefully engineered fluorescent y 
fixture family! Designed for the utmost economy : «a Fg 
in initial cost and ease of installation, the CL-246 & 
goes a step further by being one of the most econom- 
ical fixtures to maintain. 





It may be surface or pendant mounted, individ- 
ually or in continuous row. It has the same simplicity 
of design and attractive styling that characterize all 
Sylvania fixtures ...combined with low-cost in- 
stallation ... easy maintenance. Complete with 2, 40- 
watt lamps; starters, auxiliaries. Sylvania Electric 


Products Inc., 500 Fifth Ave., New York 18, N. Y. 














Entire shielding assembly swings down by 


finger-tip pressure on two fastening catches. 
To close, swing assembly upward and snap 
into place. To remove, lift assembly off the 
hinge. End caps can be removed by taking 
out only two screws. Assembly swung down 
serves as basket for holding replacement 
lamps ... other parts. 
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CHAMPION Keese Telling Your Customers 
...7o Guy Ther Lamps From YOU 





®@ That’s one reason why you can do more lamp ment and additions. They're easy to handle and to 
business and make more money selling Champion sell—no red tape, contracts or restrictions —just 
Lamps. outright sale to selected distributors only. An 

Champion Lamps have the quality that keeps economical distribution plan assures maximum 
customers coming back to you for lamp replace- profits for you in Champion Lamps. 














CHAMPION LAMP WORKS : | 


; : , _ a ee 
Lynn, Massachusetts 


A OIVISION OF CONSOLIDATEDO ELECTRIC LAMP co 
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Sell Rome Building Wire’ 


WITH CONFIDENCE—FOR WET LOCATIONS 














(RECOMMEND TYPE RW or TW 


Q Q y XP | your sales with these wires .. . Type RW, 
Q ‘wr, rubber insulated, and Type TW, with Rome Synthinol* 

| o— thermoplastic insulation. Both types, while excellent for 
general purpose wiring, are specifically recommended 





for installation in wet locations by their stable electrical 
performance in water. You may sell these wires with confidence 


CHECK THESE FEATURES 


for installation in concrete slabs or other masonry with direct 


; orl earth contact ...in short, in any raceway where condensation 

> mate aalties or accumulation of moisture may occur. 

> Suicdl Dicwester Either Type RW or Type TW is a better-than-perfect substitute 

} Water Resistant for scarce lead sheath. First, it is cheaper. Second, you will find 

» Lightweight it easier to transport and handle because of lighter weight and 

» Surface Printed convenient put up. Third, it is easier to pull and strip. Both types 
a iit oeio A are Underwriters’ approved for wet locations as described in the 

en catlo. 


1947 National Electrical Code. Types RW and TW are avail- 


able (solid or stranded) in the standard range of sizes and colors. 


*Trademark Registered 


AR TO FINISHED, 


ROME CABLE. | 


CORPORATION 


ROME ° NEW YOR K 
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Lightolier j 


Sponsors 


Watch for this 


exciting full page How 


as the perfect foil = 





in August 


wad 5 
ni ‘ faa ke throw 9 drawate poo af 
for.fine woods ; parr stressing 


HOUSE & GARDEN ETS 


‘To enrich the gleam of light woods, te bring 
new beauty to mahogany, Lightolier har created 
T°") Heritage Silver Lamp». They're «mart and subtle 





i 
' | aeecessories for Period or Modern interiors... 
) id, designed & @ group te give you the right lamp for 


every room, You'll -ce your mest precious possessions 


Tite» poe in an exciting new light with Heritage Silver Lamps! 
iw . 
FU LL AG b A DS F . From America’s outstanding collection of lanaps 
i Pines lamp with murrared , and lighting fixtures—at furniture, department, 
law trav that serves a: on , 
extro hie Alen presented d and electrical stares every where 
wthows trey 
in a U LL C Oo LO R , x Lightolier Decorator Galleries, 11 East 36th Street, 
New York City; 1267 Merchandise Mart, Chicago. 


Heavity plated and processed jor permanent tarmah resitamee. 








to help you make bigger and better 


sales when you say “'It’s a Lightolier’” a. | £. H T O L I E R 


nw analy te utifal lamps and lighting fix 


LIGHTOLIER 


Creators of enduringly beautiful lamps and lighting fixtures since the turn of the century 





eee ae ae aa ee eee ~s 
| LIGHTOLIER, Dept. R-I, Jersey City, New Jersey | 
Tell me how | can build a bigger and better business with the Lightolier Profit Plan. 
Name Address 
| 
| City Zone State 
EE ee ll 
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@ FLEXIBLE CONDUIT 


ME Seemann ca ee 






construction i 


fu 


t 


PHASE A 


Fast construction demands conduit that’s made for speed. And, for real 
speed, you'll find General Electric flexible conduit hard to beat. It’s made 


to simplify and expedite construction work where time is a factor and 
flexibility is essential. Its time saving features make General Electric 
flexible conduit a real seller for you. 


Sell it for Speed on: 

Temporary wiring for construction projects 

Wiring machine tools, shop equipment, signs 

Wiring for light construction, and — in certain areas — houses 
and stores 


You Can Get It Now! 
There’s plenty of General Electric flexible conduit available NOW! 


Check These Features for Speed and Ease of Installation: 
No awkward equipment 
No delays 


No heavy bending e 


No threading ¢« Nowaste e 


For flexible conduit sales, push the General Electric line. It’s good for 
repeats, because it’s right for quality. Section C62-726, Appliance and 
Merchandise Department, General Electric Company, Bridgeport 2, Conn. 


GENERAL @ ELECTRIC 
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RACEWAYS ROUNDUP 


with 


Available Now — General Electric S-type 





bar hangers are available now, to help 
you end the annoyance of handling a 
large assortment. 
ree The S-type bar 
ect hanger fits stud- 
a ding on centers up 


to 24 inches. 


Nonmetallic-cable 


Connectors — Also 


ready for immedi- 
ate delivery are 


General Electric 





nonmetallic-cable 
Lock- 
ing flange slips in- 







es ad ) 


# 


side. Fits all common sizes of PVX and 
BraidX.* 


connectors, 


to box knockout 





easily from out- 


For Lasting Protection to Wiring, you can 
always be sure when you recommend 
the two lines of 
General Electric 
rigid conduit: 
General Electric 
white, 


hot-dip 


galvanized for pro- 





tection from atmos- 
pheric corrosion, and General Electric 
black, enamel-finished to fight off chemi- 
cal attack. 


When Customers Ask You about General 
Electric conduit products, remember it’s 
a complete line, ready to fill every con- 


struction need. 


*Trade-mark Reg. U. §. Pat. Off. 
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BRYANT No. 61 
Single-pole 


BRYANT No. 63 
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Bryant No. 61 and 63 flush tumbler switches 
are equipped with washer type plaster ears and 
fully enclosed, proven mechanism . . . “T” 
rated at 10 amp. 125 volts, 5 amp. 250 volts... 
meet Federal and REA Specifications 
assure ideal residential service performance . . . 
compact design and large well-recessed ter- 
minal screws contribute to easy wiring and 
quick installation . . . moderately priced .. . 
Underwriters’ Laboratories, Inc. approved 
available in single-pole and three-way 


types ... with brown or ivory handles. 





Bridgeport 2, Conn. 


New York - Chicage - Los Angeles SUPERIOR 
WIRING DEVICES 
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The George W. Peck Hardware Company 
made sales soar when they replaced their ob- 
solete lighting with a modern MITCHELL 
Fluorescent installation that changed the aver- 
age foot-candle reading from only 4 to a full 
35. The entire store is now a sales-inviting 
establishment—flooded uniformly with abun- 
dant, glareless light. Now, customers see what 
they want quickly. They buy more because 
they see more to buy. Merchandise looks more 
attractive—is easier to demonstrate and sell. 
Here is “sales-engineered” lighting—good 
for the customer, good for salespeople who 


work with less strain and fewer errors, good 


for bigger sales and profits. Yes, sales soar 


when MITCHELL lights the modern store! 





Sales Soar when 
Lights 
the Modern Store! 









Model No. 3011 
DELUXE LOUVERED 
LUMINAIRE 








i ae, 


AFTER— store “sales-activored 
e same Louvere J 
Luxe : 
CHELL De _ Uniform 
by 52 Mi nodel No. 301! 
minarie 
55 er ees OI Ss ean 
g- 
Another new MITCHELL Light! 
phere cre 


Here's th 


Installations like these build tremendous user 
acceptance for MITCHELL Lighting—mean 
better business for the wholesaler. MITCHELL 
sales are package transactions—trouble-free 
volume business. MITCHELL installations 
are easy, smooth jobs for the contractor— 
time-saving, profitable business... 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Better Light 
for 
Better Business 


Makers of Commercial and Industrial Fluorescent Lighting Equipment 
Store Window Lighting « Spotlights and Floodlights e Desk Lamps « Port- 
able Floor and Table Tomes « Bed Lamps ¢ Ultraviolet and Infrared 
Health Lamps « Residential Lighting Specialties . . . Rad-i- Air Germi- 
cidal Units (made by Tru-Air Ultraviolet Products Co., Los Angeles) 













° 
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FEDERAL WH btTtUUL LIGHTING 


INDUSTRIALITE 
T-h-4 4-4 Specify installation of Federal Cold Cathode lighting and you are assured 
of: LOWER MAINTENANCE ¢ LONGER LIFE ¢ INSTANT 
STARTING ¢ SAFETY OF OPERATION.* 


Installation of Federal Cold Cathode Fluorescent units is a far-sighted 
investment insuring utmost efficiency in operation while the low de- 
preciation, long-life of the cold cathode lamps and the year’s guarantee 
on both lamps and fixtures (except for lamp breakage) insures low main- 
tenance cost. 





*Federal Cold Cathode Lighting Fixtures Bear Underwriters 
{pproval for Commercial and Residential Installation. 





SEE OUR EXHIBIT . 
STORE MODERNIZATION SHOW 
July 7th to 12th Grand Central Palace New York City 


FEDERAL ELECTRIC COMPANY, Inc. 


8700 SOUTH STATE STREET CHICAGO 19, ILLINOIS 
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ets lahe aLOOK atthe iniide of a 
WARE -......s0.FUS 


Doable ine / iy Only one wrench needed to 
Pisces osrengi 10 ae > IZ ei remove blown link and renew. 


penteine perfect alignment. 


R | Ie 
“ity. BS parts fA: 4 7 hi HI-LAG Link of one piece, uniform 
to Oxae in -s Sa é thickness, has large Moahact areas— 
dink. ~ Vy ST i wide body areas to insure depend- 
able absorption of heat for time lag. 


ee tees SOLES Ye A ) _ _ WARE HLLAG FUSES ba many 


RIE Seth 4450 W.LAKE $T.-- CHICAGO 24, ILL. 
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IMMEDIATE SHIPMENTS 
Unlimited Quantities 
Tuery aud Grown 


SWITCHPLATES + + + DUPLEX OUTLET 


























No. 102 No. 104 No. 106 


One Gang Toggle Plate Duplex Receptacle Plate Single Receptacle Plate 
Brown $52 per 1000 Brown $52 per 1000 Brown $52 per 1000 


Ivory $60 per 1000 Ivory $60 per 1000 Ivory $60 per 1000 


7 





































iH 1 ; # 

Hy SE.8. ' 

Heth athe 

; ida Heavy molded 
t : H . 

i 7 it Plastic; double- 
Hebpia gt sided contacts; 
i plaster ears; designed 
for easier wiring, quicker 
i installation. Brown or Ivory. 





























No. 116 No. 118 Onders shipped immediately after 
Telephone Plug Plate Blank Plate 
Brown $52 per 1000 Brown $52 per 1000 they are received. 


Ivory $60 per 1000 Ivory $60 per 1000 
—— re | ¢ Each plate packaged in an indi- 





bpannanaaanaaenaannnanl vidual envelope complete with 
| screws. 


¢ Prices quoted are for wholesale 





electrical supply houses and 
jobbers only. 





Samples sent upon request. 
Terms: Less 2%, 
10 days, F.O.B. Los Angeles 
























No. 108 No. 110 
Two Gang Toggle Plate Combination One Gang Toggle 1 
Brown $104 per 1000 and Duplex Receptacle Plate PLACE YOUR ORDER TODAY! 
Ivory $120 per 1000 Brown $104 per 1000 






Ivory $120 per 1000 


ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street ¢ Phone TRinity 0851 ¢ Los Angeles 12, California 


Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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CERTIFIED BALLASTS: make the big difference! 


Yes, there are still fluorescent lighting fixtures in 
use that have noisy ballasts. That steady hum is 
pretty distracting to anyone working near it. 
Thanks to properly installed CERTIFIED BAL- 
LASTS, quiet fixtures are much more the ru/e than 
the exception. And that’s not the only benefit! 
CERTIFIED BALLASTS will not overheat... and 
they'll give you most light from the lamps, longer 
lamp life. 


The “ETL CERTIFIED” shield on a ballast tells 
you instantly that the ballast has been made to 
exacting specifications for good operation. It has 
been tested, checked and CERTIFIED by famous 
Electrical Testing Laboratories, Inc. as meeting the 
specifications. Be sure, when specifying fluorescent 
lighting fixtures, that they have CERTIFIED 
BALLASTS—to get all the protection and advan- 
tages that you and your customers need and want! 


CERTIFIED FLEUR-O-LIER fixtures, RLM STANDARDS 
>| ey INSTITUTE and CERTIFIED LAMP MAKERS (Portable 











SPEC. NO. 6 
HIGH PF 


















) Lamps) have solved their ballast problems by writing CERTIFIED 
BALLASTS into their specifications. 


Mf | CERTIFIED Va 
Rin ERTTIED BALL 1S7' M VI Pp 0") : 
Makers of Certified Ballasts for Fluorescent Lighting Fixtures 


Acme Electric Corporation 
Cuba, New York 


Chicago Transformer Div. 
Essex Wire Corporation 
3501 Addison St., Chicago, Illinois 


Wheeler Insulated Wire Co., 378 Washington Ave., Bridgeport, Conn. 


General Electric Co. 
Specialty Transformer Division 
Fort Wayne, Ind. 


Jefferson Electric Co. 
Bellwood, Illinois 


Sola Electric Co. 
2525 Clybourn Avenue 
Chicago 14, Illinois 


Starring and Company 
Bridgeport, Conn. 


dee Cream’ REEZERS 


FIRST CHOICE FOR EYE APPEAL 


TTRACTIVE styling matches the smooth, trouble-free per- 

formance of the ice cream freezers made by the 79-year-old 

J. E. Porter Corporation. . . . These qualities plus popular price 

make the Husky and the Dolly Madison... America’s first choice 

... That’s why the Porter line is called “the line of extra profits.” 
Continuing heavy demand for our products prevents us 
from assuring immediate delivery of all types of Porter 
freezers. Meanwhile, we'll be glad to send specifica- 


tions and prices on the complete line, with a promise 
to fill your orders as fast as conditions permit. 


Bie oe # CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Export Sales Department + 201 North Wells Street + Chicago 6, Illinois + Cable Address: CHASIHO 
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TELECHRON* OPERATED 


TIME 
SWITCH 


TYPE T-27 


“ANSWER TO HUNDREDS OF 
TIME-CONTROL PROBLEMS 


Accurate time control under a wide variety of condi- 
tions—a definite “‘must”’ in industry—is the proved abil- 
ity of the General Electric T-27 time switch. With extra 
riders a number of ‘“‘ON’’—“‘OFF”’ operations can be set 
on the dial to take place during the day, and to continue 
to do so day after day without manual adjustment. 
































Operated by a precision Telechron motor, the T-27 is a versatile time switch . 
whose wide adaptability and low-cost installation and maintenance make it suitable H 
for all general-purpose applications. It requires no regulating, adjusting, or other i 
maintenance throughout its normal life, and will give years of accurate performance. ; 


OMITTING DEVICE AND ASTRONOMIC DIAL OPTIONAL § 


For jobs where operation of the switch is unnecessary on certain days, an omitting i 


device can be furnished to omit operation on any desired days of the week. 


To follow a dusk-dawn schedule without 
periodic manual adjustment, the astronomic 
dial is available. This is designed to operate 
“ON” at dusk and “OFF” at dawn, in 
conformance with changes in the length of 
days. If desired, the “OFF” operation can 
be fixed to take place anytime between 
10:00 p.m. and 2:00 a.m... . an especially 
desirable feature for indoor and outdoor 
advertising displays. For further informa- 
tion, write for Bulletin GEA-3339, Apparatus 
Dept., General Electric Company, Schenectady 
5, N. Y. 


*Reg. U.S. Pat. Off. 


POPULAR MODELS AVAILABLE FROM STOCK 
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USE THE T-27 FOR 
THESE JOBS... 


Control of timed industrial proc- 
esses 


Store- and show-window light- 
ing for after-dark displays 


Signs, billboards, and spec- 
taculars 


Traffic control, alarm, and 
signal systems 


All-night lighting in apartment 
houses 


Floodlighting of construction 
projects, railroad yards, build- 
ings, and monuments 


Street lighting 
Airport lighting 
Poultry-house lighting 


Domestic water heaters and 
furnaces 


Refrigerator defrosting 


603-44 


45 








TRUMBULL 
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BLADE TIE-IN CROSS-BAR 


Total disconnect, permanent blade alignment. 


PADLOCKS THREE WAYS 


‘ 
Locks “on” — locks “off” — locks closed cover. 


BUILT FOR INDUSTRY'S TOUGHEST JOBS 


Machined parts, silvered contacts, snuf-arcs. 


P TRUMBULL ELECTRIC MANUFACTURING COMPANY 


PLAINVILLE, CONNECTICUT 


ORIES AT NORWOOD, CHICO - SAN FRANCISCO + SEATTLE - NORTH HOLLYWOOD 
Fa — 





1. Creates a quick picture of a new idea in com- 
mercial lighting—‘‘Hang the Sky” for better 
seeing. A result your customers will like ...a 
result you can provide with planned lighting... 
Wakefield Over-ALL Lighting! 


2. Gives that idea picture repeatedly to your 
customers through these leading magazines, 
opening the way for you to follow-up for 
lighting sales to... 


ey" of eye-OO¥ - 
a > 


_ with the new 


WA KE Fl EL D 7 - san take full advantage of this, 
R activity...with Wakefield Over-ALL Light- 
STA 


Selle Ask your nearby Wakefield representative 


plus luminous ing. The F. W. Wakefield Brass Company, 


ft 
, fluoresce™ Fr" 
ie indirect light! 


Design 


Vermilion, Ohio. 


pat. pend 
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TLL MMO MVAMOLLL, BID Ma i 


SALE Z 


SOLDERLESS CONNECTORS xz 
PUEDE «»=»«+« SOLDERING LUGS 


WAA offers you another big chance to save on your 
electrical material needs. 

Here it is—almost $2,000,000 worth of solderless con- 
nectors and soldering lugs will be sold on sealed bids. 
The following Regional Offices: Boston, NEw York, 
PHILADELPHIA, CINCINNATI, CHICAGO, Los ANGELES, 
San ANTONIO and SAN FRANcIscO have the largest 
inventories. 

For full information concerning descriptions of items, 
location, packaging, and conditions of sale write to any 
of the above offices or visit your Customer Service Center. 
At the same time request that your name be placed on 
the Regional Office mailing list for this type equipment. 


/ if | SOLDERING LUGS 


Most Sizes Are Available. 


—_— AWAY 








Exporters! Your business is solicited. 
Much material which is surplus in 
the United States is urgently needed 
or is readily salable in other coun- 
tries. Watch for other offerings; many 
of them may be of interest to your 
clients. 


SOLDERLESS CONNECTORS 


Many Types Available in Large Quantities. 





OFFICE Of GENERAL DISPOSAL AN i 


WAR ASSETS ADMINISTRATION §& 





Offices located at: Atlanta + Birmingham + Boston + Charlotte + Chicago + Cincinnati 
Cleveland + Denver + Detroit +» Grand Prairie, Tex. + Helena « Houston + Jacksonville > Kansas City, Mo. 1212 
Little Rock-Los Angeles +Louisville - Minneapolis - Nashville > New Orleans » New York» Omaha: Philadelphia 

Portland, Ore. + Richmond « Salt Lake City + St. Louis » San Antonio + San Francisco « Seattle - Spokane + Tulsa 
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POEM QUALITY 


RESIDENTIAL LIGHTING GLASSWARE 





| ; .-S0/d through 
) oa h Wholesalers 
— _ only 





a 





The PHOENIX GLASS COMPANY takes this opportunity 
to make an announcement of change in policy, discontinuing the 

direct sale of any lighting glassware to dealers, contractors, or ——_ 
any normal legitimate customer of the jobber. Any inquiries or 

quotation requests from such sources will be referred to the 

nearest accredited jobber handling and stocking glassware from 

our Catalog 65. 





The glassware shown in this catalog was developed and selected 
to give a complete lighting glassware service to recognized 
jobbers. 


All items are packed in specially designed cartons to make 
stocking and rehandling convenient, safe and economical. 


THE PHOE GLASS COMPANY .. . MONACA, PA. 


—Chrysler Building ANGELES—Architects Building SHICAGO—Merchandise Mart ALLAS—Kirby Building 
H. R. Thornburgh - J. C. Lewis Robert G. Knopp Russell L. Test John L. Hancock 
VINN —Canada ATLANTA Bona Allen Building EXPORT SALES. Laugguth-Olson Co., Inc. PITTSBUR 
H. D. Latter, 365 Main Street Walter F. Nelson Agency 11 Park Place, New York E. C. Flanagan 
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FEDERAL NOARK 
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Executive Offices: 50 Paris Street, Newark 5, N. J. 
Plants ) "artlord, Conn. » Newark, W. J. 


) St. Louis, Mo. +L. I. City, WY. 
50 


Federal Electric Products Company, Manufacturers of a Complete Line of Electrical Products including: 
Motor Controls + Safety Switches + Service Equipment » Circuit Breakers « Panelboards + Bus Duct 
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It’s Time For Real Selling 
Pacific N.E.W.A. Hears 


Return of competition cited as basis for business jitters, 


economist tells wholesalers. 150 members and guests attend 


annual convention of Pacific Zone of NEWA in Northwest 


V ICTORIA, B. C.—An expert analy- 
sis of the present trends, and de- 
tailed studies of several phases of the 


electrical wholesaler’s current market, 
highlighted the Pacific Zone Convention 
of the National Wholesalers 
Association on June 4, Nearly 


150 members and guests met in the sedate, 


Electrical 


5 and 6 


continental 
Hotel in 


the first convention in which wholesalers 


atmosphere of the Empress 


Victoria, British Columbia, for 


of the eleven western states were recog- 


MEMBERS of the Pacific Zone of the 


National Electrical Wholesalers Asso- 
ciation and their guests who attended the 


their full 
than a 


nized in 


Zone, 


national 


stature as a 
rather division, of the 
organization. 

At the two and one-half day meeting, 
the wholesalers allocated two full morn 
ing sessions to speeches, two evenings to 
sessions, and two 


dinner and_ banquet 


afternoons to golf. On the opening day 


there was an executive meeting in the 
“social stag”’ 


afternoon and the annual 


for members and guests in the evening 
M. C. 


Mainwaring, vice president of 


convention in Victoria, British Columbia, 


posed on the steps of the Empress Hotel 


for the first group photo of that organi- 
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the British Columbia Electric Railway 
Co., the that 


area, opened the Thursday morning meet- 


electric utility supplying 


ing with an address in which he wel- 
comed the wholesalers and their guests to 
Victoria. Charles W. Goodwin, chairman 
of the Pacitic Zone, who presided at the 
general sessions, read to the group the 
message that had been presented to the 
recent Atlantic City Convention of the 
national organization by John L. Busey as 
he completed his term as president of 
N.E.W.A. 

Mr. Goodwin was followed by Barrett 
National 


Commerce, Seattle, who spoke 


Green, vice 
Bank of 


on economic conditions and the business 


president of the 


outlook. The closing speaker on the 
morning program was Don B. Karlskind, 
Pacific Coast district manager of the 
U. S. Rubber Co., who discussed the use 


of aluminum wire in the building indus 
try. 
i me: 


land General Electric Company, Portland, 


Polhemus, president of the Port- 


Ore., utility, opened the Friday morning 





zation in many years. Photo by Associ- 
ated Screen Ltd., Victoria, British Colum- 
bia, Canada. 
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Ideal ‘“Wire-Nuts” are rapidly replacing old- er, no tape, no tools. Just screw the nut on tight 
fashioned methods wherever wire connections ...and you have a joint that is better electrically, 


are made. Millions of ‘Wire » in in an aa aa ase stronger mechanically, 







Nuts” are now being used neater, and safer. 


in the manufacture of elec- P ATENTE D a Ideal ‘Wire-Nuts” are 
. ° “ tx ‘ ; 

trical goods...in the instal- “Wire-Nuts” are covered by U.S. Patent —& made in sizes for all usual 

p ; No. 1,933,555, a division of U.S. . ’ . 

lation and maintenance of Patent No. 1,700,985. The only Con- [& combinations of wires from 
lectri i nt...i nectors authorized to be sold under the 3 . K 

electrical equipment - , current Patent are marketed by the fol- 4 two No.18 up to and includ 

new construction, remod- © lowing manufacturers: ante Ps ing three No. 10—solid 

: TRADE N 

eling and re-wiring...and G  tdeat industries, inc. Catteni . and/or stranded. They are 

in repair work of all types. Ps Bryant Slectric Co. “Bryant” % factory tested and individ- 

Effect real savings. ‘| Solar Electric Corp. “Seru-its” y ually inspected. 


Weiss and Biheller, Inc. “Simplex” and 
“Connex” es 


- - ‘ effect; immediate deliv- 
FRI So LEER EI 


ery assured. 





Making a “Wire-Nut’’con- 
nection requires only one 
simple operation—no sold- 


Reduced prices now in 


* Trade Mark Reg. U.S. Pat. Off 


Distributed “Through 
AMERICA’S LEADING WHOLESALERS 
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meeting with a review of the electric 
power supply situation in the northwest 
section of the country. The subject of 
appliance distribution covered by 
W. E. O’Brien, sales manager, Toastmas- 
ter Division, McGraw Electric Company, 
Elgin, Illinois. 
as the 


was 


Closing the day’s session, 


convention’s guest speaker, was 
E. B. Ingraham, newly-elected president 
of N.E.W.A., who presented a detailed 
report on the Atlantic City convention. 
Uneasiness Unfounded 

The current of uneasiness that is evi- 
dent in some few sectors of American 
business today is not an unhealthy condi- 
tion, the from 


Barrett Green, vice president and econo- 


convention group heard 
mist for the National Bank of Commerce, 
Seattle. It is “The reappearance of com- 
petition in American business that is 
causing the uneasiness,” he said. 

Mr. Green pointed out that the post- 
war shift of buying from soft to hard 
goods has made the soft 


jittery. 


goods people 
Yet, he said, in spite of all the 
talk of uneasiness, “we are now having 
unparalleled prosperity.” He 
wholesalers and 


showed 
guests the that 
proved that retail sales are still climb- 
ing, that employment is at a very 


figures 


satis 
factory level, that production is continu- 
ing up, that national income is increasing. 
that 
present 


He mentioned there are many 
that will 


have to change, but he emphasized that 


things in the picture 
they can, and are, being done without a 
major upset to the national economy. In 
every industry, inventories have been in- 
creasing too fast. which 
they may do, these inventories will have 
to be adjusted. 


If prices drop, 


Corporations have been 
making a net return that is too high, and 
Food 
and taxes are taking a disproportionate 


it will have to come down, he said 


share of personal incomes 
Mr. Green looked at the 
one that was not unhealthy, 


situation as 
and pointed 
out that the adjustments would take place 
industry by industry, a bit at a time, thus 
avoiding any major shock to the nation 
as a whole. 

Wire 


wholesalers 


Aluminum Possibilities 

The heard from Don B. 
Karlskind, Pacific Coast district manager 
of the U. 5. that 
aluminum wire has a place as an adjunct 
to copper wire in the building industry. 

Mr. Karlskind gave a detailed, semi- 
technical analysis of aluminum for elec- 
trical use. He covered the relationship of 
aluminum to 


Rubber Company, 


copper wire in carrying 


capacity. He pointed out the low cost of 


aluminum—averaging 15 cents a pound 


to copper, which now averages 21 cents 
a pound, and emphasized that because of 
the difference in weight, three times the 
length of 


aluminum wire can be drawn 


from a pound. 


In discussing other points in question 


since aluminum received UL approval 


last September, Mr. Karlskind said that 


aluminum is impervious to sulphur fumes 
thus eliminating the need for a tin bond 
on RC wire. He brought out that while 
soft drawn copper has a 30 percent 
stretch, aluminum wire of the same ten- 
sile strength has a 1 to 2 percent stretch. 
Although there will be some electrolytic 
corrosion when copper and aluminum are 
used in the same circuit, it is not likely 
in dry locations, he said 
Appliance Prices To Hold 
Although there may be some reduction 
in the prices of electrical appliances, it 
is not likely that there will be an appre- 
ciable drop under present conditions, ac- 
cording to W. E. O’Brien of the McGraw 
Electric talk to the 
But there is a tough selling 


Company, in his 
wholesalers. 
job ahead in which the distributors must 
help the dealers move goods, he said. He 
pointed out that manufacturers’ facilities 
are sufficient to turn out 
type of appliance in full supply 
long. 

Mr. O’Brien discussed the manufac- 
turer-distributor relationship, with 
“musts” for each in the selling period 


almost every 


before 


ahead. The manufacturer must produce 
quality products, create the national de- 
mand by advertising and promotion, es- 
tablish prices that provide adequate mar 
gins for distributor and dealer, and where 
effort to 


the laws permit, make guard 


those prices. The wholesaler, on the other 
hand, must be ready to assume responsi- 
bility for selling only to those outlets 
that will support the manufacturer’s pol- 
icy, not spread his selling effort over too 
many identical lines, must keep his mar- 
gins in line, keep adequate stocks, aid the 
retailer in his point of sale as well as 
Mr. O’Brien em- 
phasized that in this situation, the whole- 
saler’s 


management problems. 
salesman was the manufacturer’s 
direct contact with the dealer 
Wholesaler Progress 
The importance of the National Elec 
Wholesalers 
national distribution picture was brought 
out by E. B. Ingraham of Times Appli- 
ance Co., Inc., New York, who was 
elected president of N.E.W.A. 
He pointed out that the distributor must 
improve his technique in order to have 


trical Association in the 


recently 


sales equal the manufacturer’s production 
rate and, so as to prevent a period of 
serious under-consumption in the nation. 
In working toward improvement of the 
wholesaler’s technique, he said, the indus- 
try’s ability to information 
through N.E.W.A. is vitally important. 
Mr. Ingraham also reported to the Pa- 


interchange 


cific Zone wholesalers on the important 
features of the recent national convention 
at Atlantic City, sketched an outline of 


(Continued on page 107) 








WINNERS of the four major awards in the Third Annual Fluorescent Fix- 
ture Design Contest sponsored by Sylvania Electric Products, Inc., were 
presented recently with $1100 im cash prizes and inscribed silver plaques. 
Standing, left to right: S. Goodwillie, manager of Sylvania Central Station 
Sales; E. C. Edwards, New York State Gas & Electric Co.; L. L. Sweetland, 
Jr., New York State Gas & Electric Co., first prize; C. A. Parks, Metro- 
politan Edison Co., second prize; R. M. Francis, Public Service Co. of North- 
ern Illinois, third prize; W. W. Weiss, Pacific Gas & Electric Co., fourth 
prize; E. J. Ingram, Metropolitan Edison Co.; S. B. Williams, Sylvania. 


Seated: W. 


Lyons, New York State Gas & Electric Co.; Walter E. Poor, 


chairman of the board of Sylvania; R. H. Bishop, vice president in charge 
of sales, Sylvania; W. H. Doran, Metropolitan Edison Company. 
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LECTRICIANS, operators and the people who build them know 
why BullDog Vacu-Break Switches are superior. Engineers 
know too! 


But if you’re a plant executive, it may be all Greek to you. And 
that’s as it should be. The only switch that interests you is one that 
won’t work—one that causes costly shutdowns on the production 
line and expensive delays for maintenance and repairs. 


Forget these problems! You can do it the minute BullDog switches 
take over as the guardians of your Circuits. 


You can reach a BullDog Field Engineer as easily as you reach for 
your ’phone. He’ll welcome the opportunity to give you full techni- 
cal details and show you a BullDog installation near your own 
plant. Or, write BullDog direct for descriptive, detailed folders. 


fewer repairs. 


2 OPERATORS, TOO! They 


with BullDog. 





looking, too. 





Who looks at switches, an 


ELECTRICIANS DO! And the 

first thing they see about a 
BullDog Vacu-Break Safety 
Switch is ample wiring space 
that makes their job of instal- 
lation easy—without damaging 
cable insulation and without 
skinning their knuckles. They 
notice, too, that front operation 
allows “ganging” without waste 
space. Finally, they spot the 
durable construction that means 





like BullDog’s rugged, 
rocker-type handles—easily 
accessibie and built to take 
years of tough usage. They 
appreciate quick-action mecha- 
nism that assures positive “ON 
and OFF” operation, plus bolt- 
tight “Clampmatic Contacts.” 
And best of all, they know that 
“safety” is more than a word 





AND SO DO THE PEOPLE 

WHO MAKE THEM! There’s 
a certain satisfaction in build- 
ing a product you know is 
good. And that’s the sort of 
satisfaction BullDog craftsmen 
feel when they work with high- 
grade materials to execute mod- 
ern designs. At the end of the 
production line, BullDog in- 
spectors see a switch that’s 
engineered and built for long, 
trustworthy service—and good- 





BullIDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards—Superba and 
Rocker Type Lighting Panels—Switchboards—Circuit Master Breakers—"'Lo-X"’ Feeder BUStri- 
bution DUCT—“Plug-in’’ Type BUStribution DUCT—Universal Trol-E-Duct for flexible lighting— 


industrial Trol-E-Duct for portable tools, cranes, hoists. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 








Detroit 32, Michigan. Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronte 
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News Notes From N.E W.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 
















































PRESIDENT INGRAHAM 
AT N.E.W.A. PACIFIC ZONE MEETING 

E. B. Ingraham, president Times 
Appliance Company, New York, 
who was elected president of 
N.E.W.A. at the Atlantic City 
Convention in May, attended the 
association’s Pacific Zone meeting 
held at Victoria, B. C., June 4-6, 
1947. Graybar president, A. H. 
Nicoll, chairman of N.E.W.A.'s 
Finance Committee and member of 
the Board of Governors, accompa- 
nied Mr. Ingraham. 


BALZARI REPORTS N.E.W.A. 
PACIFIC ZONE MEETING A SUCCESS 

R. A. Balzari, secretary of the 
Pacific Zone, N.E.W.A., reports 
that the zone’s meeting at Victoria, 
B. C., last month was highly suc- 
cessful—“both from a business and 
social standpoint.” Total registra- 
tion of members and guests was 200. 

Speakers, in addition to Presi- 
dent Ingraham, included W. C. 
Mainwaring, vice president, British 
Columbia Electric Railway Com- 
pany, who offered the “Welcome 
to Victoria’; Barrett Green, vice 
president, National Bank of Com- 
merce, Seattle, whose topic was 
“Business Economics of 1947”; 
J. H. Polhemus, president, Port- 
land General Electric Company, 
Portland, on the “Power Resources 
1947”; Donald B. Karlskind, gen- 
eral sales manager, U. S. Rubber 
Company, San Francisco, speaking 
on the “Use of Aluminum Wire in 
Building Industry”; and W. E. 
O’Brien, general sales manager, 
McGraw Electric Company, Elgin, 
who discussed “Appliance  Distri- 
bution.” 

The Convention Committee for 
this meeting was composed of the 


(Continued on page 106) 








OFFICERS ELECTED AT ATLANTIC CITY 
CONVENTION OF N.E.W.A. 


President: 


E. B. Ingraham, Times Appliance Co., Inc., New York City. 


Vice President and Chairman of Apparatus and Supply Division: 
D. M. Salsbury, Westinghouse Electric Supply Co., New York City. 


Vice President and Chairman of Appliance Division: 

G. F. Kindley, Edgar Morris Sales Co., Washington, D. C. 
Executive Committee: 

E. B. Ingraham, chairman. 

R. J. Brown, General Electric Supply Corp., Bridgeport. 

D. L. Fife, Fife Electric Supply Co., Detroit, Mich. 

G. F. Kindley, Edgar Morris Sales Co., Washington, D. C. 

L. E. Latham, E. B. Latham & Co., New York, N. Y. 

A. H. Nicoll, Graybar Electric Co., Inc., New York, N. Y. 

D. M. Salsbury, Westinghouse Electric Supply Co., New York City. 


Board of Governors: 


E. B. Ingraham, chairman. 

H. B. Vaughan, George H. Wahn Co., Boston, Mass. 

F. E. Stern, Stern & Co., Hartford, Conn. 

E. A. Jones, Havens Electric Co., Inc., Albany, N. Y. 

Ben Gross, Gross Distributors, New York, N. Y. 

Herb Metz, Graybar Electric Co., New York, N. Y. 
Chas. E. Mason, Novelty Electric Co., Phila., Pa. 

W. G. Peirce, Jr., Peirce-Phelps, Inc., Phila., Pa. 

H. D. Roden, Roden Electrical Supplies, Knoxville, Tenn. 
J. W. Pinkston, Electric Supply Co., Tampa, Fla. 

J. T. Morgan, Charleston Electrical Suess Co., Charleston. 
|. W. Danforth, Danforth Co., Pittsburgh, Pa. 

E. J. Kelsky, Keps Electric Co., Pittsburgh, Pa. 

F. R. Eiseman Revere Electric Co., Chicago, Ill. 

Harry Alter, The Harry Alter Co., Chicago, Ill. 

Henry Czech, Westinghouse Electric Supply Co., Chicago, Ill. 
C. R. Bull, McNaughton-McKay, Detroit, Mich. 

Melville B. Hall, Melville B. Hall Co., St. Louis, Mo. 

K. G. Gillespie, Jenkins Music Co., Kansas City, Mo. 

W. S. Blue, Columbian Electric Co., Kansas City, Mo. 

J. P. Hamblen, Southern Electric Co., Houston, Texas. 
R. A. Querbes, Interstate Electric Co., Shreveport, La. 
C. W. Goodwin, Jr., G. E. Supply Corp., San Francisco. 
J. P. Carson, Graybar Electric Co., Los Angeles, Calif. 
E. E. Karsten, Gough Industries, Los Angeles, Calif. 

*G. F. Hessler, Graybar Electric Co., New York, N. Y. 
*D. L. Fife, Fife Electric Supply Co., Detroit, Mich. 

**R. J. Brown, G. E. Supply Corp., Bridgeport, Conn. 


*Elected as member-at-large representing Apparatus and Supply Division 
**Elected as member-at-large representing Appliance Division 
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lighting with a new versatility of 
application... ceilings unlimited 


You get ‘‘good lighting” from MILLER FLUORESCENT 
TROFFER LIGHTING SYSTEMS — you get, in addi 
tion, the opportunity to plan the lighting to form any 
ceiling pattern desired — CEILINGS UNLIMITED! 
Interiors of stores, schools, offices, factories, and 
public buildings are thereby modernized as well a: 
lighted by the use of this one basic lighting system 
Installation is simplified. Wiring costs are cut up to 
50%, conduit and conduit fitting costs up to 80°% 


Supports from structural ceiling reduced 50 to 75°; 


Miller lighting service, developed over 103 years’ 
pioneering in good lighting, is all-inclusive. Its 50 
and 100 FOOT CANDLERS (Continuous Wireway 
Fluorescent Lighting Systems) have been established 
as standard for general factory lighting. Miller also 
makes Incandescent and Mercury reflector equipment 


for factory and commercial application. 


MILLER field engineers and distributors are conveniently located 














THE Miller COMPANY 


ILLUMINATING DIVISION, MERIDEN, CONNECTICUT 
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For manufacturing, domestic, 
industrial and utilities 


wiring Sis 


Specify wire and cable insulation 
made from GEON Plastics 


8 REASONS WHY... 


Excellent electrical properties 
Thin coating of insulation 

More conductors in a given space 
Ease of handling 

Easy stripping 


Light weight 


+ + + + F HF HF 


Resistance to ozone, wear. sunlight, 
water. chemicals, and most other 
normally destructive factors 


* 4 eolors including NEMA standards 


Be sure to specify wire or cable insulated with GEON in 
order to get ai// these advantages. Or, for information 
regarding special applications please write Department 


K-7, B. F. Goodrich Chemical Company, Rose Build- 





ing, Cleveland 15, Ohio. In Canada: Kitchener, Ontario. 


B. F. Goodrich Chemical Company .......... 


GEON pelyviny! materials «* HYCAR American rubber + KRISTON thermosetting resins * GOOD-RITE brand chemicals 
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Reduce Stock — 
Increase Turnover 






THESE 


Cateleg No. 
230-201 
This compact, sturdy Transformer has lip and set-screw 
for clamping to edge of the knock-out of the metal cover, 
box or cabinet, with primary leads for connecting to cir- 
cuit, and terminals for bell wires. Mounting feet provide 


for open wiring installation. 


Save Installation Time 

Simply remove the large-headed screw (A) from trans- 
former and slip the lip (B) over the edge of the metal of 
box or cabinet knock-out. Then replace screw from in- 
side of box or enclosure and make the electrical con- 
nections. No separate plates are required—the trans- 
former being ready to mount wherever there is a knock- 
out. Approved by Underwriters’ Laboratories. JEFFERSON 
ELECTRIC COMPANY, Bellwood, Illinois (Chicago 
Suburb). In Canada: Canadian Jefferson Electric Co., 
Ltd., 384 Pape Ave., Toronto, Ont. 


Catalog Sheet No. 471-BT will 
_ be sent promptly upon request. 


JEFFERSON 


, 
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230-111 (Round Cover 


230-101 (Wizard). 





Nucode). 





230-141 (Square Cover 
Nucode). 











All Types of Installations 
Possible with NEW 
Jefferson Electric 

UNIVERSAL 
Door Bell Transformer 


_ Attached to round 
outlet box. 


7. 
- 


Se f | uses 
Attached to nis al 
outlet box. 


Mounted on side of 
round or square outlet 
box. 


t . 
Mounted to wall of & . 


fuse or switch cabinet. 





a 
— 


Can also be mounted inside cabinet or in other 
locations by means of the mounting feet. 
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BLECTHICA 


WAOLeSALIIE 


WITH WHOLESALERS SALESMAN 




















‘ The figures we use as basis for these 
monthly comparisons of performance in the electrical 
wholesaling field are collected and compiled by the 
Sureau of the Census of the U. S. Dept. of Commerce. 
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BUSINESS INDEX 
For The Month Ot April 1947 


Reports received from 355 electrical whole- 
salers throughout the country provide no indication that 
any decline to lower volume levels was in the making. 
Showing a 12 percent gain over the previous month and 
a 144 percent rise over April 1946, the April 1947 sales 
volume pushed our comparative Index to 406 percent 
of the 1939 average monthly level. 

While some of the gain over 1939 might be attributed 
directly to the higher levels of prices, the increase over 
the March level is sufficiently impressive to indicate 
also an actual increase in the tonnage of goods moved, 
because prices in general had not advanced sufficiently 
to account for all of the rise in dollar volume. 

According to the Office of Business Economics of the 
Department of Commerce the April 1947 sales of all 
types of electrical goods by wholesalers amounted to 
$290,000,000 and were the second highest monthly sales 
on record, being exceeded only by the $300,000,000 total 
reached in December 1946, 

However, it should be noted in making comparisons 
over an extended period, that the figures in these re- 
ports are not adjusted for price changes and seasonal 
variations. 


ven with sales volume soaring, elec- 
trical wholesalers were able to report inventories for 
April 1947 at a cost value 373 percent above the average 
monthly level of 1939. This was a gain of 7 percent 
over the previous month, 

Important is the fact that this April inventory in- 
crease in stocks reflects both a wider variety of goods 
as well as a greater supply of the important “bread and 
butter” items, thus moving the wholesalers toward a 
more balanced but also a larger inventory. 


Collection percentage for April 1947 
was 91, one point above the collection percentage for 
the previous month, and five points below the percent- 
age for April 1946. Accounts receivable were up seven 
percent from the previous month and 145 ahead of the 
same month of last year. 
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LAMP DIVISION, 





60 ELECTRICAL WHOLESALING—July, 1947 




















CAMPAIGN 














3S INSERTIONS IN THE FIFTEEN WEEKS 


OF THE FALL BUYING SEASON! 


Westinghouse lamp ads in full color will be blanketing the market. Watch for the 
« 


first ad in “This Week” on September 14th and the full-color spread in “Time” on 
September 15th—and all the other ads week after week after that. 


RAILROAD STATION DISPLAYS IN TEN 
LEADING CITIES! 


A new natural medium for lamps! Will reach a circulation of close to 200,000,000 a 
year through three-dimensional displays in leading stations of the country. 


TED MALONE ON ABC! 


A lamp commercial every day Monday through Friday over the 197 stations of the 
ABC—reaches more than 3,000,000 different people every week. 


AND COMPLETE SUPPORT AT THE POINT OF SALE! 


Westinghouse—with a complete line of merchandisers—provides exactly the right 
kind of merchandisers for every store. A full selection of new displays ties in with 


the national advertising. 


CP CEASE: 1M 6: 
WESTINGHOUSE ELECTRIC CORPORATION 


BLOOMFIF'D, N. J. 
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VEW MEXICO KLAHOMA 


EXAS 


Electrical Wholesaling 


REGIONAL ANALYSIS 


\LES of electrical goods in April 1947 were rea 


sonably well balanced among the nine regions of 


the country. This was easy to understand because 
(1) Industry in all sections of the country was at peak 
production; (2) the coming of warm weather allowed 


construction in the northern sections to reach the max1 


mum set by the available labor and materials supply ; 


(3) construction in the southern and western sections 
was accelerated, although it was already goimg at a 
high rate; in all agricultural sections, Spring brought 
greater demands. 

While April saw some consumer price resistance on 
hard goods and some price cutting on certain lines of 
products, it soon was evident that this condition was 
confined chiefly to the large distributing centers of the 
Northeast and the mid-West, and that it should not be 
considered as the beginning of a country-wide move 
ment. Furthermore the durable goods industry, with its 
prices much less inflated, appears to be less vulnerable 
to broad and sudden decline. 

Changes of the inventory situation in the nine regions 
stayed within narrow limits of the national Index figure 
of 197 percent of March 1947, with only three groups 
of states more than one point away. Of these groups the 
mountain states showed the highest gain with a figure 
of 118 percent. A factor in that region's inventory level 
probably was the temporary practice followed by rail 
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@) 


BUSINESS INDEX 


APRIL, 1947 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES INVENTORIES 
April 1947 April 1947 
Compared in °/, with Trading Compared in °%/ with 
March April Region March April 
1947 1946 (See Map) 1947 1946 
112 239 | 106 278 
108 244 2 106 290 
116 243 3 103 298 
114 234 4 106 303 
109 261 5 1 306 
118 218 6 107 346 
118 249 7 106 385 
113 247 8 118 385 
108 249 9 107 311 
112 244 For 107 306 
U.S.A. 














carriers, in the Spring, when fruit and produce refrig- 
erator cars, which normally would return to the West 
Coast empty, are utilized for the shipment of durable 
goods to the states in and west of the Rockies. 
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SWITCH BOXES, 
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COUPLINGS AND CONNECTORS, ENTRANCE FITTINGS, CLAMPS, ETC. FOR ELECTRICAL METALLIC TUBING 


is OoG Go Gs & 
id 






FOR [_) 


EXAMPLE 





‘ COUPLINGS, CONNECTORS, STRAIGHT AND ANGLE 
co ( CLAMPS AND ENTRANCE CONNECTORS FOR ARMORED 


= Q FITTINGS FOR RIGID CONDUIT, CABLE, FLEXIBLE CONDUIT, ETC. 














Completeness of the Appleton Line is outstanding . . . 
just as expert design and precision manufacture are 
outstanding qualities of all the more than 15,000 
items Appleton makes. 

The products illustrated above are examples—prod- 
ucts from Appleton’s own foundries and fabricating 
plants, skilfully designed by Appleton engineers, and 
recognized throughout he electrical industry as 
“STANDARD FOR BETTER WIRING.” 

In the COMPLETE APPLETON LINE is every fit- 
ting required for every job. That means selection is 
simplified . .. work goes more smoothly because the 
correct fitting for every turn and terminal is ready 
when you want it. Have the backing of the complete 





Appleton line, of superior Appleton design, and sturdy, 
dependable Appleton quality. Specify Appleton fittings 


for every job. 
Sold Through Electrical Wholesalers , 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE . CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church Street ° DETROIT, 7310 Woodward 


Avenue e CLEVELAND, 1836 Euclid Avenue e SAN FRANCISCO, 655 Minna 
Street . ST. LOUIS, 420 Frisco Bldg. + LOS ANGELES, 100 North Santa Fe 
Avenue e ATLANTA, 724 Boulevard, N. E. e@ BIRMINGHAM, 6 N. Twenty-first 


Street e MINNEAPOLIS, 305 Fifth Street, S e PITTSBURGH, 414 Bessemer Bidg 
e BALTIMORE, 100 East Pleasant Street e BOSTON, 10 High Street e@ DENVER 
1509 Seventeenth Street e PHILADELPHIA, 1017 Cherry Stree ’ 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, 

New Haven, New Orleans, Seattle 
Export Representatives: \nternational Standard Electric Corp 
67 Broad Street New York 4,N. Y 


APPLETON 





New MAGNETIC STARTER 


Curved movable tips against flat 
stationary tips give a broad line- 
of-contact surface which improves 
with use. 















Starter TRLA MTT LU Tae 


plied to 25-Iibs. at the contacts. 
Requires but 8.5 Watts closed, 75 
Watts inrush. 


CONVENTIONAL S/ZE 


PiALD Pir 


ROLLER | GUIDE 


BEARING | PIN 
JOINT 
oa ed 


' 
STRAIGHT LINE 


ON 


OSC. MOTION 
Straight-line horizontal action pro- 
vides for full use of magnet power 


without lifting extra weight. 
ta 





TYPE “RA” Starter embodies a basic new opera- 
ting principle permitting of compact design never 
before approached. The straight-line horizontal 
action is engineered to produce a switch just 
half the height of the conventional Starter. Size 


Interchangeable heaters give a 


— New No. 2 — only 5” high, 612” wide. This range of 7.4 Amps. minimum, 8.3 
; . maximum to 46.1 Amps. minimum, 
space-saver provides a uniquely dependable 50.0 maximum. 
quety 





control for streamlined machine designs. 


THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN., U.S.A. 
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Records! Not Rumors II Last month we 
brought you some facts and figures that demonstrated 
dramatically just how well the country is moving 
along on the road toward soundly founded and high- 
level peace-time prosperity. We felt that such simple 
presentation of vital current statistics would help to 
spike the guns of those gloom merchants that were 
getting some of our best-thinking business men a 
bit jittery. 

Reactions to our June epistle came from many 
quarters—all enthusiastically favorable—and generally 
they were accompanied by urgent requests for “more 
of the same,” so—here it is: 

National Income is still running at the tremendous 
rate of $177 billion per year and there are no signs 
on the horizon that would point to any serious decline. 

Employment in May 1947 rose to the record-break- 
ing peace-time level of 58,300,000. That figure should 
bowl over a lot of the “recession” merchants. In 
fact the figure actually looked so completely too-good- 
to-be-true to some of our Bureau of Census officials, 
that they decided to and did run a re-check before 
publishing it. 

Weekly Earnings in May 1947 passed that March 
all-time record we reported last month and hit the 
mark of $48.86 weekly average contents in the 
workers’ pay envelope. 

Department Store Sales continue to top 1946 fig- 
ures despite some sharp price drops particularly in 
some soft goods and style merchandise. In the U. S., 
sales for week ending June 14th were 6 percent higher, 
and for the year to date the increase over record- 
breaking 1946 is 10 percent. 

Mail Order Sales in May were 28.7 percent ahead 
of 1946 and the increase for the first five months of 
1947 is 25.1 percent. 

Chain Store Sales in May kept climbing. Apparel 
chains topped May 1946 by 30.5 percent, shoe chains 
up 22.6 percent, general merchandise chains up 20.5 
percent, variety store chains up 10.5 percent and 
grocery chains up 40.4 percent. 

Farm Cash Income was up 30 percent in the first five 
months of 1947 over 1946 and Business Week suggests 
that if that pace continues, 1947 would hang up a 
record farm income of over $30 billion. 
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Future Buying. We have commented previously 
on the fact that adjustments on various kinds have 
been going on since the fall of 1946. Here are re 
ports that reflect what's happening now in some of 
the lines then affected. 

Wool consumption in February and March 1947 
set a new record. Leading manufacturers of clothing 
report their entire 1947 output sold and are bookin * 
now for spring 1948 deliveries. Coat and dress man- 
ufacturers are booked solid for fall. Furniture buyers 
are attending the summer markets in record numbers 
and demand is chiefly for good quality lines. 

STEEL. In May 1947 steel production set a new 
peace-time record of 7,332,828 net tons, but—there 
is no let-up in sight for the balance of the year. Cer 
tain types continue in short supply. Scrap prices are 
working higher. Some companies continue to get 
orders at a higher rate than current shipments. 

One of the largest builders of railroad cars had to 
close one of its plants for lack of steel. The Associa 
tion of American Railroads reports that on June 1, 
1947, builders had a backlog of orders covering 
101,980 new freight cars and 748 locomotives. 

AUTOMOBILES. Alfred P. Sloan, Chairman, 
General Motors Corp., says that substantial relief 
from shortages of raw materials and parts will not 
come until we are well into the first half of 1948, that 
auto production will remain below capacity for another 
year and that no price relief is in sight. 

LUMBER. The National Lumber Trade Barom- 
eter shows that lumber supplies are catching up with 
current demand, with shipments somewhat below cur 
rent stocks and production. 

OIL. Crude production set a new all-time record 
the week ended June 14, 1947 when 5,164,000 bargels 
of crude went to refineries. But—one oil company 
in the Middle West is beginning to ration its gasoline 
stations. The Navy has cut the schedule of flying 
time for pilots to conserve its gasoline quota. Ship- 
loads of millions of gallons of gasoline are being taken 
out of the country to Russia. Production of oil burn- 
ers for residential use hit an all-time high of 95,000 
units in April. 

ELECTRIC POWER continues to be consumed at 
better than 4,600 kilowatt hours per week despite the 
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INADEQUATE WIRING, the industrial jinx, embezzles millions 


every year. It would take quarts of red ink to record the toll 


* WIRE AHEAD, a new booklet 


discussing preventive mainte- 
nance...the symptoms of inade- 
quate wiring ind presenting 
plans for anticipating electrical 
cemand, is now in preparation. 
We shall be glad to send it on 

yuest assoonasit is available. 









he takes in unproductive wages, lost production and spoilage. 
For, when he attacks, through overloaded, over-extended, 

obsolete wiring, efficiency can drop from 25 to 50 percent. 
To shut out this costly scribe, talk to your plant power engi- 

neer, consulting engineer, electrical contractor or power sales- 


man.* They can write him off... before he gets into your books. 
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ANACONDA WIRE & CABLE COMPANY 
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fact that due to naturally long days plus daylight sav- 
ing the lighting load is at lowest ebb. 

ANGLES. Signs begin to appear that this idea of 
our country going to the bow-wows is not as popular 
as it was only a few weeks ago. 

Jovial Jesse H. Jones, formerly Federal Loan 
Administrator and Secretary of Commerce, and a 
gentleman of many important interests, in a statement 
filed June 9th with the Banking and Currency Com- 
mittee of the House said: “I see no possibility of a 
depression in the near future’....“While there is 
considerable talk about a recession in business, I do 
not believe we can talk ourselves into a depression.” 

Ewan Clague, head of the U. S. Bureau of Labor 
Statistics, who has access to a wealth of facts and 
information, told a news conference on June 18th 
that “there is no indication of a recession in the near 
future.” 

BUSINESS WEEK, reviewing certain department 
store activities in a recent issue said: “It is now 
apparent also that those, who prophesied the Easter 
buying slump was the harbinger of the recession 
everyone was talking about, were wrong since this 
year’s post-Easter sales pattern diverges sharply from 
what is generally considered the normal post-Easter 
slump.” 


* 


Worth Copying In a recent issue Business 
Week reports that department store operators have 
accomplished one of the soundest business jobs in our 
whole economy. 

“With their prices cut ruthlessly where necessary 
to move cat-and-dog items, they finally cleared their 
shelves of a lot of shoddy merchandise that just had 
to be disposed of”... . 

We doubt whether there is a single wholesaler, or 
a dealer, or a contractor that does not have good 
money tied up in poor or poorly selling merchandise. 
To sell that kind of stuff at the most you can get, but 

selling it—puts money in the till, makes room for 
faster selling merchandise, saves employees time and 
money. 

Cleaning out cat-and-dog items is a good thing to 
practice and a good thing to preach to your customers. 
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Housing Very recently Housing Expediter 
Frank R. Creedon stated that 1,038,000 new dwellings 
could be completed this year, “if Federal controls are 
kept for a few more months.” 

Mr. Creedon also stated that 610,000 new perma- 
nent homes have been completed this year, another 
150,000 “can” be started and non-permanent dwell- 
ings will add 278,000 to the total. 

The figures are quoted here for window dressing, 
so that we might comment on that proviso: “If Federal 
controls are kept for a few more months’’—1It reminds 
us of the dire predictions made just a year ago when 
iob holders and politicians were fighting to keep their 
hold on our economy via the OPA, and—at any cost. 

We seem to remember that this country built up a 
pretty nice record of past performance before Federal 
controls became the vogue, and we bet that the housing 
industry is going to get along quite well, in future, if 
it has to do without them. 


* 


Construction Backlog — Figures compiled by 
Engineering News-Record show, that construction 
contracts let during the first three months of 1947 
totaled $1,118,876,000, an increase of 21 percent over 
the same period of 1946. 

Engineering projects, both public and private, on 
record March 1947 mounted to over $38,000,000,000 
compared with $29,000,000,000 in March 1946. 

Not bad! 


* 


Believe It or Not It is reported by Engineer 
ing News-Record, that a 25 cent hourly wage increase 
was rejected by members of Local No. 10, of the AFI. 
Bricklayers, Masons & Plasterers Union of Port 
Huron, Michigan. 

The union leaders and local contractors had agreed 
on a new wage contract calling for a pay increase from 
$2.00 to $2.25 an hour, but the union asked that the 
wage scale be retained at the present $2.00 rate. 

Evidently if the leaders of that union didn’t, its 
members surely did wake up to the fact that it’s better 
to have plenty of work at reasonable wages rather 
then the threat of little or no work with higher wage 
rates in effect. 
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ADVANCE Ballasts give assur- 
ance of continuous performance, 










for only one out of every ten thou- 
sand ADVANCE Ballasts made 
has ever been returned. 
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EASIER INSTALLATION 
HIGHER EFFICIENCY 
UNDERWRITER APPROVED 
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Greatly increased production facilities enable us to meet 
the constantly growing demand for ADVANCE Ballasts 
. now made to meet all Fluorescent lighting needs. 


60 cycle 50 cycle 
118 Volt 150 Volt 208 Volt 220 Volt 236 Volt 


Single and double 15, 20, 30 and 40 Watt 
High Power Factor and Low Power Factor 
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Write at Once for Our New Price List 
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DO YOU KNOW? 


—that leading machine-tool 
and apparatus manufac- 
turers use N.E. Flexsteel for 
its strength and flexibility 
to protect motor leads and 
machine wiring. 





NEW N. E. STAMPED-STEEL 
CONNECTOR 


* NO SPECIAL TOOLS 
* NO WASTE 
* QUICKLY INSTALLED 





available for 
immediate shipment 
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“Lifetime” 
WIRING DEVICES by 





fa _) Residential Type 
Ce Totally Enclosed 


o TOGGLE 
ity that has earned them the 
name of “Lifetime” Wiring ue SWITCH 


Devices. Their design, mate- 














All Slater units reflect the qual- 


T-Rated: 10 Amps--125 V. 
5 Amps--250 V. 


rial and workmanship rate high 


in customer satisfaction. You | 


No. 400-SP Brown 


can recommend a Slater prod- 


eas ; Bakelite 
uct for any application—with O Available in Ivory 
confidence that it will give Ca 
Es es No. 403 Three-Way 
quality performance. O) Brown Bakelite 


Available in Ivory 


Listed as standard by Underwriters’ Laboratories, Inc. 








| 
DUPLEX RECEPTACLE 


Side Wired 
Rating: 15 Amps—125 V. 10 Amps—250 V. 
No. 300 BROWN BAKELITE 
No. 300-1 IVORY BAKELITE 








Listed as standard by Underwriters’ Laboratories, Inc. 
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DISTRIBUTED THROUGH LEADING WHOLESALERS 





56th STREET and 37th AVENUE + WOODSIDE, N.Y. 


REPRESENTATIVES IN PRINCIPAL CITIES 
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UNBALANCED INVENTORIES — and 
heavy overstocks of slow-moving items—threaten 
the very business existence of many distributors. 
Free-and-easy buying habits of the last few years, 
if continued, may lead to the accumulation of seri- 
ous overstocks. With fluctuating prices, model 
changes and swift obsolescence, excess stocks of 
items on which the trend of demand is downward, 


can be extremely dangerous. 


SEE THE CHART 


TLL 


THE 





help than required for older, more cumbersome methods. 


Now is the time to protect yourself against this 
threat with an efficient stock control system. You 
can no longer afford to depend upon hunches or 
guessing. A Kardex Visible stock control record 
will enable you to start now assembling a detailed 
month-by-month record of sales and demand on 
each item in stock. The Kardex system gives you 
a sure guide to profitable buying—a sure safe- 


guard against unbalanced inventory. 


THAT THINKS —latest Kardex development for simplified 


stock control. With this system you can keep better stock records with less clerical 


For more facts about 


creating profitable turnover with a minimum investment in inventory write today for 


Bulletin KD-350 (free). Systems Division, 315 Fourth Avenue, New York 10, New York. 


FIRST NAME IN BUSINESS SYSTEMS 
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A W holesaler Gsoes *AnOu’— 


By R. A. Stott, President 


Tri-State Electrical Supply Co., Inc. 
Hagerstown, Md. 


As told to O. Fred. Rost 











HEN ELECTRICAL 
Ww LOLESALING launched 
the “REWIRE AND RE- 
LIGHT AMERICA Adequately” 
campaign in April 1946, it was 
hoped that many wholesalers would 
pick up the idea as a means of 
building more and better sales. 
We know that many such activ- 
ities have been inaugurated and in 
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the following pages we report some 
of them. However, we feel con- 
strained to lead off with what ap- 
pears to be the outstanding effort 
of its kind, not only because it is 
ideally suited to serving as a pat- 
tern for others to follow but more 
particularly because it contains con- 
crete evidence of business that was 
actually produced where the whole 








organization was geared into our 
campaign. 

On the map, Hagerstown, Mary- 
land, is indicated by a tiny little 
white circle with a much tinier lit- 
tle dot in the center and that means 
it is a county seat. Drive North 
out of Hagerstown for a few miles 
and you will cross the border into 
the State of Pennsylvania. Drive 
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in a South-Westerly direction for 
about ten miles and you will cross 
a bridge over the Potomac River 
into the State of West Virginia. 
South-East, about 75 miles away 
lies Baltimore and the nation’s 
Capital, Washington, D. C., is about 
70 miles away. 

For experienced migratory Jer- 
seyites, New Yorkers and New Eng- 
landers, the route through Gettys- 
burg and Hagerstown toward the 
sunny South is preferred because 
those towns are easy to get through 
and the country is more picturesque 
anc 
for the driver—-getting through Bal 
timore and Washington. 

Population-wise, the 1940 UU. S. 
Government Census credits Hagers 
town with less than 40,000 souls but 
it is probable, that since 1940 the 
population has climbed nearer the 
50,000 mark. 


it by-passes two tough grinds 


Size and Location Not Factors 


We are sketching this background 
of size and location expressly for the 
purpose of showing that Hagers- 
town is not a great metropolis, nor 
a huge and thriving industrial cen- 
ter, nor a famous resort and from 
the standpoint of status it is just a 
fine and highly little 
city. BUT—Hagerstown has pro- 
duced an example of what an elec- 
trical can do when he 
gets behind our REWIRE and RE- 
LIGHT AMERICA Adegquately 
campaign, that would do 
credit to the biggest city and to any 
organization. . 

“Bob” Stott. president of Tristate 
Electrical Supply Co., Inc., is one 
of those wholesaler-executives who 


progressive 


wholesaler 


really 


has real vision. He misses no op- 
portunity to put his shoulder to the 
wheel and push, when it comes to 
doing something that will benefit all 
branches of the industry. He knows, 
that working for the good of the 
whole industry can’t help but benefit 
his own individual business sooner 
or later. 


The First Step MUST BE: 
GETTING GEARED UP 


Said Mr. Stott: Directly after the 
end of World War II we realized 
that it would be necessary for us to 
change our operations as radically 
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as had been necessary at the begin- 
ning and during the war years. We 
figured that while there was a ter- 
rific pent-up demand for electrical 
materials, appliances and _ lighting 
equipment, the time would not be 
too long in coming when the high 
incomes enjoyed by the working 
class during the war would be con- 
siderably reduced, and that it would 
be necessary for us to again do a 
We, therefore, at that 
time, started laying plans based on 
this condition. 


selling job. 


Training For Better Selling 


During the war years the main 
job of the wholesaler’s salesman was 
to try to dig up supplies for his cus- 
tomers. The art of selling, in a 
sense, was practically forgotten, the 
only selling job being required was 
to try to keep the customer satisfied, 
which meant that the salesman had 
to use all the means at his disposal 
to get him material in order to keep 
him in business. 

Therefore, during the first 
ter of 1946 we gave all of our sales- 


quar- 


men the basic sales training course 
as set up by the Edison Electric 
Institute. This 
great benefit to the new men who 
had come into the organization dur- 


was not only of 


ing the war, but as a refresher course 
for the old-timers it proved to be 
excellent. 


Make Relighting The Road To Rewiring 


Realizing the tremendous poten- 
tialities in the lighting field, we have 
directed considerable effort to con- 
ditioning our salesmen along the 
lines of being able to go on an aver- 
age job and come up with proper 
without j 
consulting 
which 


the necessity ot 
staff, 
for 


answers 
our engineering 
is available at all times 
the specialized jobs which are be 
yond the experience of the men in 
the field. 

We felt that for a salesman to be 
able to do this it was necessary for 
him to have a thorough understand- 
ing of the fundamentals of 
tricity and its use in order that, par- 
ticularly on a relighting job he 
would be able to make his own 


elec- 


a 
the job” calculations to see whether 
or not rewiring was necessary and 





to be able to figure foot candle in- 
tensities, etc. 

We, therefore, 
salesmen a course in electricity con- 


are giving our 
sisting of 26 lessons and giving them 
a week to complete each lesson. 
With each lesson goes a number of 
questions designed to test the knowl- 
edge that the salesman has gained 
from study of the lesson. 

This course covers electricity in 
general and toward the latter part 
will have a special section devoted 
to lighting problems. We feel that 
this course will be of great value 
to our men, as nothing impresses 
the customer more than the ability 
of the salesman to intelligently an- 


swer any questions he may ask. 


Foot Candle Meters, Photographs 
And Display Rooms 


We have also equipped our sales- 
men with foot candle meters as we 
have found from experience that 
this is an extremely valuable tool 
with which to arouse the interest of 
the prospect by visually indicating 
to him the conditions of his lighting 
system. 

In line with this we are also mak- 
ing up a brochure of photographs 
of various installations we have de- 
signed in both the industrial and 
commercial fields for our salesmen 
to use with the contractor’s prospect. 

We are trying to arrange the 
brochure to practically all 
types of installations so that if the 
prospect happens to be a store it 


cover 


will be possible for our salesman 
and the electrical contractor on the 
job to show him a photograph of 
a relighted store which will make it 
much easier for him to visualize ex- 
actly what a new lighting job will 
do for him. 
We are, at 
play rooms in shape at all of our 
that the 
may bring his prospect, either in- 


getting dis- 


present, 


warehouses so contractor 
dustrial or commercial, to the show 
room for the selection of fixtures. 


Work With The Utility’s Staff 


We have found in past years the 
value of tying in as closely as pos- 
sible with the public utilities, and 
we are planning on the closest pos- 
sible cooperation with them in their 
promotional activities. 
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The value of proper and adequate display of lighting fixtures is 
recognized by all electrical wholesalers and this photo shows how 
Tri-State puts that realization into practice. Present plans call for 
display rooms at all of the company's warehouses where the con- 


We have the latest type of auto- 
matic addressing machine on order 
so whenever the utility sends out 
promotion literature to its custom- 
ers we will immediately follow this 
up with a mailing of descriptive lit- 
erature on a particular type of 
fixture which ties in with its pro- 
motion to our contractor dealer and 
industrial accounts. 

This will place the contractor- 
dealer in an advantageous position 
because he will be immediately able 
to answer any inquiries coming in 
due to the utility’s activities. 


Close Customer Contact Vital 


Each week we also send the util- 
ity multiple lists of the fixture types 
and quantities we have available in 
stock for immediate delivery which 
allows them to place this information 


in the hands of their sales force. 
We are endeavoring to maintain 
closer relations with architects and 
engineers in order to keep them up 
to the minute on new developments 
and trends in the electrical industry. 


“Knowledge Is Power” 


We are great believers in the old 
phrase that “knowledge is power” 
and all our plans for the future are 


gon 


tractor may bring his prospects. Segregating the fixtures by their 
use in the wholesaler’s display room will facilitate selection by 
the prospective customer and lessen the time required by the 
customer to make the buying decision. 


set up along these lines, because we 
definitely know from past experience 
that the more knowledge our men 
have at their finger tips the more 
efficient they are as a team. 

With this program we are, 
therefore, looking confidently to- 
ward the future and plan on get- 
ting our full share of the tremen- 
dous market in the rewiring and 
relighting field. 





AND NOW FOR THE EVIDENCE 
THAT THIS PLAN PRODUCED RESULTS 
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EXHIBIT A Taking Their Own Medicine 


Believing in practicing what we preach, we have completely renovated our own 
antiquated and badly overloaded warehouse distribution systems. This has been 
one of the first steps in our modernization program. 
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EXHIBIT C A Nice Order for a Tri-State Salesman 


This photograph shows machine room of W. H. Reisner Manufacturing Company 
in Hagerstown, Maryland. Previously machine operation was from overhead line 
shafts and all wiring was from overhead. As the nature of the product they manu- 
facture requires the handling of long rod stock for automatic screw machines, this 
was a very unsatisfactory and dangerous condition. An underfloor duct distribu- 
tion system for both machine power and localized machine lighting was designed 
and here shown partially installed with a small section of the floor already poured. 
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EXHIBIT D 
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Rewiring and Relighting a Restaurant Made a Show Place 


This photograph shows the largest eating place in the city of Hagerstown, which 
has been completely revamped. The lighting is all in various colors which are 
controllable at the main lighting panel so that very beautiful effects can be 
achieved. 


Not Quite Finished—This 75 Footcandle Job 


This photograph shows a remodeling job in progress at the Jamison Cold Storage 
Door Company in Hagerstown, Maryland. We designed the job for continuous 
Holoflux, but due to the scarcity of fixtures they have been alternated and it will 
be noted there are still 5 fixtures missing. All mounting brackets have been left 
in place in the space between present fixtures so that when fixtures are available 
they will be installed in between present fixtures and it will make a continuous 
job with 75 footcandles maintained. 
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EXHIBIT E 















A Whale of a 
REWIRING and 
RELIGHTING Job 


From the main service on: This photo- 
graph shows the new service equipment 
of the Herald Publishing Company in 
Hagerstown, Md., which consists of 600 
ampere mechanically interlocked main 
circuit breakers fed from two utilities. 
This equipment replaces old, anti- 
quated knife switches which were both 
undependable and _ hazardous. All 
switching equipment in the entire plant 
from the main service on is circuit 
breaker type. 











This photograph shows the general office of the Herald-Mail salesman can really "sink his teeth,’ for it involves more than 
Publishing Company lighted by continuous URC units with a main- furnishing the lighting fixtures—it involves all the wiring, fittings 
tained intensity of 70 footcandles, This entire building was re- and other electrical equipment required by the electrical con- 
lighted throughout. This is the kind of sales job into which the tractor to finish the complete installation. 
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People want and need all kinds of electrical equipment, 
but the majority of homes do not have sufficiently heavy 
wiring to take advantage of all the new labor-saving 


electrical devices. 


dequate Wiringe— 


he Key To Future Sales 





OR the past two days you have 
been discussing various prob- 
lems of varying importance as 
representatives of individual busi- 
nesses. You have talked about many 
matters of urgent interest as a vital 
segment of the electrical industry. 
You have left to the last a subject 
which to a very great extent will de- 
termine your mood when you meet 
again next year. All your delibera- 
tions hinge to a definite degree on 
which have 


adequate wiring, you 


This 
through immediate action if the coming 
is to fully materialize. Westinghouse photo. 


must be remedied 
“electrical age” 


condition 





By R. E. Bailey* 


given me the honor of discussing 
with you today. 
Adequate Wiring Is Basic 

First, though, | would like to em- 
phasize that the electrical manufac- 
turers have an intensive interest in 
adequate wiring and are considering 
through the Canadian Electrical 
Manufacturers Association an ade- 
wiring promotion program 
from which the whole industry will 
stand to benefit. 

That 


quate 


doesn’t mean that you as 
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electrical distributors can rest on 
your oars and let George do it. Nor 
does it mean that any other section 
of the electrical industry can afford 
to overlook the necessity of selling 
adequate wiring at every possible 
opportunity. 

Actually, adequate wiring is basic 
to all sales promotion efforts. 

The electrical industry has been 
through a mighty tough period. The 
industry can be justifiably proud of 
its war effort. But the fact that 
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manufacturers were almost entirely 
engaged in producing for war pur- 
poses meant there was little regular 
business for distributors and dealers 
on consumer requirements. You had 
to use your ingenuity for a while to 
keep going. Then when peace came, 
you were flooded with a deluge of 
orders you couldn't possibly fill. 


There was nothing to be done 
about it except think up nice ways 
of saying “No,” or stalling. Of 


course, you had quota 
maintain equitable distribution. 
This, together with all the paper- 
work necessary to keep abreast of 
government regulations, meant that 


systems to 


you had a prolonged period of very 
heavy work. All of us were 
busy to take much time to think of 
the future. 

Electrical manufacturers have 
capitalized on the lessons learned 


too 


during the war. Techniques have 
been improved and so have prod- 
ucts. There are many new and im- 
portant developments still in the 
laboratory stage, which will mean 
that the skills of merchandising will 
be put to even stiffer tests. 

Today, the entire electrical manu- 
facturing industry is rapidly increas- 
ing production. Having survived 


reconversion setbacks of varying 
kinds and intensity, producers of 
electrical goods are now swinging 


into high gear. 
The Need Is Real Selling 
Many 


electrical apparatus and equipment 


kinds of appliances and 
and supplies, which were extremely 
scarce or entirely unavailable dur- 
ing the war, will soon be available 
in quantities sufficient to pace de- 
mand. Indeed, in some localities 
sales effort is already required to 
move certain types of electrical 
goods which were seldom seen in 
the war years. 

All sections of the electrical in- 
dustry are keenly conscious that an 
era of intensive competition, calling 
for masterful merchandising, is ap- 
proaching far faster than we care, 
or dare, to believe. In preparation, 
sales departments are being tuned 
up all along the line. Intensive ad- 
vertising and promotion campaigns 
have been carefully blueprinted and 
are already to be launched. 

We’re all set to sell. 

And, we think we have the facts 
and figures to prove that the market 
will hold for a few years at least. 
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Individual companies and other or- 
ganizations have made extensive and 
expensive market surveys and con- 
sumer studies to show the huge po- 
tential demand for electrical goods 
of all kinds. According to this ac- 
cumulation of statistics, people are 
prepared to buy all kinds of elec- 
trical equipment just as soon as 
goods are available. 

People want new stoves and heat- 
ers and refrigerators. They want 
therapeutic lamps and _ electrically 
heated blankets. They want radios 
in their recreation rooms and chime 
bells in their kitchens and countless 


other goods and gadgets. 


There Is That Monkey Wrench 

Yes, the facts and figures show 
that people want and actually need 
many electrical items. Weary women 
have been going without washing 
machines and doing their own iron- 
ing for years. Now they look for- 
ward to having simple, smart elec- 
trical machines to do these house- 


hold chores for them. They even 





R. E. Bailey 


have the money in the bank. But 
will they buy when they find out the 
bald and bitter truth? 

Will they buy all these beautiful 
labor saving devices if they discover 
they won't be able to use them? 
Now, no one buys an electric dish- 
washer just as a kitchen decoration. 
But it can happen. 

Here’s the monkey wrench that 
can wreck all the perfect promotion 
planning that our industry has done. 
Here’s the hidden factor that will 
nullify the carefully nurtured buy- 
ing plans of many people. 
the thing that will stall production 
and stifle distribution. It’s inade- 


Here’s 


quate wiring that must be changed. 

Four out of five homes are over 
15 years old. Of that group some 
are not wired at all. And the ma- 
jority of the rest have not sufficient- 
ly heavy wiring to take full advan- 
tage of all the new labor-saving 
items of electrical equipment which 
will soon be available in quantity. 
Circuits are already overloaded in 
most houses. Further loading would 
reduce the efficiency of the newly 
connected devices and further 
duce the efficiency of the appliances 
already in use. This is according to 
the most reliable estimates. 

Four out of five potential sales 
will be threatened almost imme- 
diately. Almost unbounded future 
business will be jeopardized, regard- 
less of the demand, unless homes 
are properly wired to handle the 
new and heavier power-consuming 
appliances and apparatus. Unless 
houses are adequately wired. 


re- 


The What and When of Adequate Wiring 

It’s a grim warning we all must 
And being forewarned, we 
must take immediate and aggressive 
action to protect our own future, as 
well as to provide opportunities for 
Canadians to enjoy electrical living 
to the full. 

Before we get down to a detailed 
discussion of the problem let’s agree 
on just what adequate wiring is. No 
need to tell you in technical terms. 
You know all about the admirable 
work of Electric Service Leagues 
throughout the country and the Red 
Seal standards they have set up for 
minimum installations. Their efforts 
merit co-operative support and will 
certainly get it from any program 
undertaken in this direction by 
CEMA. 

High blood pressure is an afflic- 
tion that is getting all too common 
among people today. 
dying or being 
capped because 
much strain on 


heed. 


People are 
permanently handi- 
they are putting too 
their hearts and in- 
tricate system of arteries. It’s the 
same with houses. Many homes are 
obsolete because their electrical sys- 
tems are not sufficient to stand the 
strain and pressures of present day 
electrical living standards. 
According to the most recent 
Electric Service League statistics, 
the average number of outlets per 
Red Seal house is 70.5. The average 
number of outlets per non Red Seal 
house is 37.1—just over half. The 
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ratios of convenience outlets 
about comparable. 

And right here let me urge you 
all to continue the support you have 
been giving the Electric Service 
League as they are operating today 
and actively encourage the forma- 
tion of similar leagues in areas now 
unorganized. Statistics show that 
the average Red Seal home contains 
over $400 of appliances in excess 
of the average non-Red Seal home. 
Think what that means to our sales. 

Every home that is adequately 
wired means more immediate sales 
for the whole industry as well as 
putting no limit on potential sales. 
Every home that is adequately wired 
means extra dollar values of sales in 
cable conduit, receptacles, switches, 
etc., In comparison with the cost of 
an ordinary wiring installation. 

We'll all need those extra dollars 
before long. 


are 


Adequate Wiring = Future Sales 

But far more than that, adequate- 
ly wired homes are always prospects 
for more electrical equipment. Let’s 
not hamstring our future sales by 
allowing homes to be inadequately 
wired. Nor by neglecting to pro- 
mote adequate re-wiring of older 
homes. Let’s not muzzle the people 
who would like to buy more elec- 
trical goods. 

Let’s not put the industry in the 
doghouse by making it possible for 
people to come back at us and say: 
Why didn’t you tell me I should 
have put in heavier wiring at the 
start ? 

The future prosperity of the en- 
tire electrical industry hinges di- 
rectly on just how well we are able 
to sell adequate wiring. 

It Has “Chain Reactions” 

Adequate wiring not only permits 
increased sales of all types of elec- 
trical household appliances and 
equipment but also affects every 
single phase of the electrical indus- 
try, including the apparatus and 
equipment required in the develop- 
ment, transmission and distribution" 
of electrical power. 

The additional use of power 
through new appliance installations 
leads progressively to a future need 
for more power apparatus. In a 
regular business spiral, this power 
increase, in turn, calls for added 
wiring supplies and a greater ap- 
pliance volume, each contributing to 
the success of the other, influenced 
by the all-important and basic factor 





The quality and quantity of wiring in a home determine the extent to which electrical 
equipment can be used in it. Proper time to install adequate wiring is when the home 
is under construction, for then the expense is less. lf adequate wiring is installed, 
the prospects for present and future sales by the electrical wholesaler’s salesman is 


greatly expanded. G.E. Supply Corp. photo. 


to be considered—adequate wiring. 

Adequate wiring helps everyone. 

It means: 

More volume for manufacturers ; 
more power consumption for utili- 
ties; more business for distributors 
and wholesalers ; expanded sales for 
the electrical contractor and dealer ; 
more work for builders and archi- 
tects; greater comfort, convenience, 
leisure and safety for the consumer. 

Mass use of electrical appliances 
and equipment is only 
through mass production. Mass pro- 
duction means efficiency and the ef- 
fects of efficiency benefit everyone 
associated with the industry. 

It is evident that all other promo- 
tion programs, including product 
promotion, are supplementary to a 
powerful and prolonged adequate 
wiring campaign. 


possible 


Promoting A-W Is Investing 

The extent of our adequate wiring 
efforts today will be reflected in the 
volume of sales tomorrow. Manu- 
facturers, distributors, dealers, con- 
tractors, utilities, electrical organ- 
izations and all associated with 
electrical mechandising have a def- 
inite interest in adequate wiring pro- 
motion. 

For instance, hardware dealers 
handling electrical goods must sell 
adequate wiring as well as appli- 
ances and electrical equipment. 
There’s no use stocking shiny stoves 
and refrigerators or even some of 
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the smaller current consuming ap 
pliances unless the houses of the 
customers are wired to handle them. 
And what’s the use of having pretty 
electric pumps and other almost hu- 
man home and farm electrical equip- 
ment which is only an ornament 
unless the wiring is heavy enough 
to put them to work? 

As _hard-headed 
hardware electrical realize 
that it is in their immediate as well 
as long range interests to “sell” 
adequate wiring. As a major point 
of contact with the public they are 
in a position to do so. They should 
take advantage of every opportunity 


merchandisers, 
dealers 


to tell that adequate wiring is essen- 
tial to electrical living. 
Delays Will Be Costly 

Why is adequate wiring promo- 
tion so urgent ? 

The heavy home and _ industrial 
construction program now in prog- 
ress makes it advisable that a de- 
termined effort be made immediately 
to see that such buildings are wired 
to take advantage of modern ap- 
pliances and equipment. Otherwise 
many immediate and many future 
sales will be lost. 

Here are some other reasons why 
we can all get behind 
wiring : 

1. Electrical 
materials 


adequate 


wiring and _ allied 
becoming available 
ahead of other structural supplies 
and home equipment. 


are 
Adequate 
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Certified FLEUR-O-LIER fixtures, made by 27 leading fluores- 
cent lighting fixture makers, are built to exacting specifications 
for performance, construction and service. They are tested, 
checked and CERTIFIED as meeting those specifications by 
famous Electrical Testing Laboratories, Inc. and are identified 
by the FLEUR-O-LIER Label on every fixture. Because of the 
high standards to which FLEUR-O-LIERS are built, lighting 
companies and lamp manufacturers endorse and recommend 
them. FLEUR-O-LIERS deserve the support of everyone who 


wants to see such standards maintained. 


the name that set new high stendards | 
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FLEUR-O-LIER 
WManufacturers 


Fleur-O-Lier is not the name of an individual manufacturer, but a group of 27 lead- 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
gram is open to any manufacturer who complies with FLEUR-O-LIER requirements. 
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in accordance F 
with Test 
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Fleur-O-Lier Manufacturers 
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wiring can therefore be encouraged 
without impeding any urgent hous- 
ing program. 


2. Many 


electrically obsolete 
homes are now being repaired, re- 
modelled or redecorated. Rewiring 
should be done prior to such renova- 
tions in order to minimize the cost 
and inconvenience that are the in- 
evitable results of installations. 

Unless adequate wiring is in- 
stalled prior to other home improve- 
ments, it may be indefinitely post- 
poned. Meanwhile electrical sales 
are being lost. 

3. Recent surveys indicate people 
plan to devote a very small propor- 
tion of their postwar home improve- 
ment expenditures to electrical in- 
stallation work. On the other hand, 
they are planning to buy consider- 
able electrical equipment and fur- 
nishings for their homes. 

4. During the war most people 
lived in crowded conditions to vary- 
ing degrees. They have therefore a 
personal experience with the dis- 
comforts and downright hardships 
resulting from inadequate wiring. 

5. Adequate wiring helps culti- 
vate the goodwill of architects and 
builders. 

6. Adequate wiring in a house 
makes it a better risk for private or 
government financing. 

7. Adequate wiring increases the 
value of private homes. 

Most homes in Canada were built 
15 or more years ago. Only about 
70 percent of Canadian homes have 
wiring of any kind and the greater 
proportion of them are not wired to 
meet modern standards. 

A recent survey in United States 
showed that only 8 percent of own- 
ers plan any electrical moderniza- 
tion. The ratio is about the same 
here, we may assume. New build- 
ing alone isn’t enough to consume 
all the goods that will soon be avail- 
able. 

A-W Pyramids the Demand 

Let’s figure out what adequate 
wiring could mean to you as elec- 
trical distributors. . 

Suppose 100,000 Canadians de- 
cided to have their homes adequate- 
ly wired. Instead of using 34 in. 
service, they decided to install 1% 
in. or 1% in., which would, of 
course, mean larger and more fit- 
tings and devices throughout the 
job. That would be an extra 2 mil- 
lion connectors alone, which would 
mean many more man hours for 


production of that one item. And a 
few of the other requirements would 
be approximately: 1,200,000 con- 
venience outlets; 1,000,000 fuses; 
500,000 switches; 2,700,000 addi- 
tional outlet boxes. 

There would be larger cables, 
more conductors and larger service 
switches. There would be more cir- 
cuits and more outlets of every kind. 

There would be more sockets and 
lamps sold, more thermostats and 
fittings, more starters and ballasts, 
more timers and insulators. In fact, 
more of every part that goes into 
electrical equipment of all kinds. 

There would be a huge increase 
in power consumption. The indus- 
try would employ more people. Our 
companies would be more prosper- 
ous and could afford to pay better 
wages through increased production. 

Our industry is one of the best 
examples of interdependence. ‘The 
prosperity of one section influences 
the well-being of others far more 
than we realize. And, alternately, 
if one segment of the industry suf- 
fers a setback, it is reflected in the 
business of the rest of us. That's 
why electrical manufacturers are so 
interested in the welfare of elec- 
trical distributors. My own com- 
pany, for example, is vitally inter- 
ested in your welfare because you 
are our only customer, you are our 
sales organization, you carry credits 
and local stock for us and perform 
all the other distributional services 
spreading the cost for all manufac- 
turers over all the lines you handle. 
You do this at a considerably lower 
cost than we could individually. You 
place this assorted electrical mate- 
rial into the hands of the user at a 
lower cost to the consumer than we 
the manufacturers could ever ap- 
proach without you. Your welfare, 
gentlemen, this is a vital part of our 
welfare. 

Anything that helps you, our Dis- 
tributing Partners, helps us, your 
Manufacturing Partners—adequate 
wiring is the key to our mutual 
welfare. 

Yours Is the Selling Job 

Today all of us are riding the 
crest of a wave. New construction 
and reconversion demands, in addi- 
tion to the release of the consumer 
demand pent up during the war 
years, have put us in one of the out- 
standing seller's markets in history. 
We are falling all over ourselves, 
literally wallowing in more business 
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than we have ever before expe- 
rienced. Sooner or later, and may 
be sooner than some of us think, 
production will meet and exceed de- 
mand. 

In fact, signs of a developing se- 
lective buyers’ market have already 
shown themselves in the States in 
some lines. Pyramided orders are 
melting away like snow in_ the 
Spring. 

We are today in the midst of a 
tremendous house construction pro- 
gram which has every promise of 
lasting for at least two years. To 
whom are vou going to sell the 
major appliances and your large 
volume of minor appliances after the 
new, adequately wired homes are 
completed? Not to the owners of 
these new homes. Their funds will, 
in general, be exhausted from the 
financing of their new homes and 
from the inevitable additions to 
young families. You may be forced 
to find your large volume market 
among the owners of the older, 
more established homes—homes at 
present with antiquated electrical 
systems incapable of handling the 
devices they will want and need to 
“Live Electrically.” 

Unless these facts are realized in 
our industry today and some con- 
crete action is taken promptly to 
bring these facts to the attention of 
the buying public, our industry will 
have failed in its responsibility. 

The quality and quantity of wiring 
in a building determines the extent 
to which electrical equipment can be 
used in it. If adequate wiring is in- 
stalled, the prospect for present and 
future sales is vastly expanded. If 
the wiring is inadequate, the sales 
potential is limited by the degree of 
that inadequacy. 

It’s up to every one of us to sell 
adequate wiring if we are to expand 
our markets and extend electrical 
living for the benefit of everyone. 

Adequate wiring is what puts the 
“prod” in production, 

Adequate wiring is what puts the 
“you” in distribution. 

Adequate wiring is what puts the 
“motion” in promotion. 

‘Excerpts from an address by R. E. 
Bailey, Secretary, Thomas & Betts, 
Limited, Montreal, and Chairman of the 
Adequate Wiring Committee of the 
Canadian Electrical Manufacturers Asso- 
ciation, delivered before the annual meet- 
ing of The Canadian Electrical Distrib- 
utors Association, at Toronto. 
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‘Rwodl tted Selling 


By Dan Dunne* 


**Seller’s”’ 


Market is gone and we are back in that more strenuous, but 
healthier state — the “‘Buyer’s’? Market — where merit, knowl- 
edge and hard-hitting salesmanship bring home the bacon 





HERE is a popular current 
“DE ndio program on which the 
M.C. leads off with the state- 
ment, “Wake Up! America—It Is 
Time to Stump the Experts.” From 
a study of what is happening in the 
held of selling, it might be wise if 
we paraphrase _ this 
“Wake Up! Salesmen 
Get on the Selling Beam.” 
All reasonable indications point 
to the fact that we 
“Buyer's Market” sooner than we 


statement, 
It's Time to 


are entering a 


thought possible. In many lines, the 
buyers market is already with us. 
It is easy to believe that in the not 
too distant future we will be in a 
buyer's market in many, if not all, 
electrical lines. 
The thing’ is, 
salesman 


the wholesaler’s 
must come to an under- 
standing of the trends that are tak- 
ing place in marketing and distribu 
tion, and adjust himself accordingly. 
What Are the Facts? 

During the war, American indus- 
try increased its facilities at a ter- 
rific rate. Not only did the Gov 


ernment authorize and for a 


pay 


84 


considerable amount of construction 
for wartime manufacturing estab- 
lishments, but private plants were 
expanded enormously. In addition, 
many new manufacturing establish- 
ments sprang into being by merely 
the start of small war contracts and 
continued to add to facilities as the 
size of their contracts were in- 
creased. 

The number of 
per industry has increased enor- 


manufacturers 


mously. As an example, before the 
estimated 50 
manufacturers of radios, of which 
probably not over 25 attempted na- 
tional promotion and distribution. 


war there were an 


Today, the field is up to nearly 200 
manufacturers, most of them seek- 
ing national distribution. 

In the field of lighting equipment, 
the influx of new manufacturers has 
the 
National 
Association 


been even more startling. At 
annual meeting of the 
Electrical Wholesalers 
last May, the statement was made 
that there were over 1700 manufac- 
turers of fluorescent lighting equip- 


ment. And to think the fluorescent 
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Dan Dunne 


industry is just about ten years old 
at this point. 

Another trend appearing is that 
as prices on equipment continue to 
rise, more potential customers are 
being priced out of the market. A 
survey by a large national automo- 














The fundamentals of selling must be reviewed thoroughly now if the salesman is to 
face the “buyer’s market” with complete confidence and achieve real success in the 
post-war economy of this country. 


bile manufacturer recently disclosed 
that as a result of price increases in 
motor cars in the past several 
months, a considerable percentage 
of the people having new cars on 
order were cancelling their orders. 


What Should We Do About It? 


the foregoing statements 
are pretty generally acknowledged 
to be true, the question remains, 
“What can the jobbers’ salesmen do 
about it?” 


Since 


In answering this question, the 
writer is reminded of some of the 
the football 
mentor, the late Knute Rockne. 


stories about famous 

It seemed that when things were 
going bad for one of Rockne’s great 
teams, the boys would meet in the 
locker room at intermis- 
sion and the football 
psychology would talk to his players 

not about fancy plays 


half-time 
master of 


no grand- 


stand stuff—but rather about get- 
ting down to fundamentals—sound 
blocking — sound tackling — better 


ball handling. With that concentra- 
tion on fundamentals, the boys 
would go back on the field for the 
second half and in most cases wind 
up with a victory before the final 
whistle. 

From a study of what has been 
happening in the selling field the 
past few years, and what we are 


now faced with, it might be wise 
for us to go back to sales funda- 
mentals. The 


dence in the past few months that 


writer has seen evi- 


who formerly 
were topnotch salesmen have appar- 
ently lost the art of doing a real 
selling job. 


jobber’s salesmen 


It is true that during the war 
years many top salesmen did a fine 
job of expediting 
work—routing—helping in 
way possible to get the material to 


order {< nT w-up 
every 


the jobs so the war could be won 
sooner. In the past year the sales- 
man has been faced with the allot 
ment problem. Many times a good 
salesman “ducked” a call on a cus- 
tomer rather than explain the reason 
why a shortage of critical material. 

The thing is, a “buyer’s market” 
is facing us, and if we expect to get 
our share, we had better get down 
to fundamentals. 


Are You on the Se'ling “Beam”? 


The manager of a jobbing house 
would be wise to find out whether 
his salesmen are “ready to go” in 
this buyer’s market. Can they still 
get in and really “pitch”? 
Here is one way of finding out. Hold 


there 


a sales meeting in the jobbing house 
and have the jobber sales manager 
concentrate on the introduction of 
one particular new item. After he 
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has made the presentation, have each 
salesman forward and give 
“his” sales story on the item before 
the group. Be sure that plenty of 
questions are asked—make _ the 
criticism constructive. Many of the 
men will realize how badly they 
have slipped and will resort to some 
planning in 1 


come 


real improving their 
sales presentation. 

ach wholesaler’s salesman should 
have a sales story that starts with an 
introduction of the 
planation of its use 


item—an 
the benefits the 
customer can get from purchasing 


cA- 


and finally, why the order should 
be placed now. 
If a man in the selling field knows 
his method of presentation is sound 
if he 
right—if 
company 


merchandise is 
the 
represents—he 


knows his 
he has confidence in 
that he 
should be ready to do his share of 
business in a buyer’s market. 
Selling—A Proud Profession 

It would be wise for the salesman 
to keep constantly in mind the im- 
portance of a salesman in the suc- 
cess of the American post-war 
economy. 

America 
telephones, 


motor 
washing 
vacuum 
fans 


has more cars, 


radios, ma- 


chines, ranges, cleaners, 


ironers, room heaters, more 
per capita of almost anything you 
think of than the the 
world put together, and yet we have 


can rest of 
only 7 per cent of the world’s popu- 
lation. 

Salesmen have been responsible 
for a great share of this very high 
standard of living and they should 
their 
our 


continued impor- 


highly productive 


remember 
tance in 
economy. 
let the 
carry on their traditional SPIRIT 
OF CONQUEST and work at con- 
tinually raising the standards of the 
\merican economy. But—be 
the salesman is well trained in the 
fundamentals of good selling when 


salesmen of America 


sure 


meeting the new, highly competitive 
“Buyer's Market.’””’ Remember—‘“It 
Is Later Than You Think.” 

The sooner our salesmen get back 
on the selling beam, the more surely 
will our already prosperous Ameri- 
can be lifted to 


economy even 


greater heights. 


*Creneral Sales Manager, Lighting 


Products, Inc. 


Highland Park, Ill. 
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An enlargement of the Gold Seal Merit Award certificate is previewed by R. W. Staud (left), 
vice chairman, and E. C. Huerkamp, chairman of the Second International Lighting Exposition 


Operating Committee. 
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Hk valuable work done by the 
electrical wholesalers’ lighting 
specialists and salesmen in im- 
proving industrial and commercial 
lighting conditions throughout the 
country will be shown and properly 
rewarded at the Second Interna- 
tional Lighting Exposition, Hotel 
Stevens, Chicago, November 3-7. 
To give proper recognition to this 
work and to direct nationwide at- 
tention to it the Exposition is spon- 
soring a Merit Award Competition 
open to electrical contractors; util- 
ity lighting personnel; architects 
and consulting engineers; and to 
wholesalers’ lighting specialists and 
salesmen. 


Competition Booklet Available 


“What Planned Lighting Caa 
Do” is the subject for all entries 
and an official rule book for the com- 
petition is available. The booklet 
contains 12 pages of rules and sug- 
gestions for preparing entries. Cov- 
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ered are such subjects as minimum 
data required, type of photographs 
or lighting layouts, what to include 
in reporting industrial lighting in- 
stallations, type of information de- 
sirable for inclusion in commercial 
lighting applications, and data perti- 
nent to street lighting and _ flood- 
lighting jobs. 

There are separate competitions 
for each of the four groups so that 
the entries in the wholesaler group 
will compete only with the entries 
rom the en- 
tries received, the Board of Judges: 
Carl Zersen, Chairman, Manager 
Chicago Lighting Institute; Mar- 
shall Waterman, Electrical Testing 
Laboratories, Inc.; B. J. Martin, 
Publisher, Electrified Industry Mag- 
azine; W. T. Stuart, Editor, Elec- 
trical Construction and Mainte- 
nance; and Prof. John O. Kraehen- 
baehl, University of Illinois, will 
select those which are eligible for 
Merit Award Certificates. All of 
these will be placed on exhibit at 


of other wholesalers. 
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the Exposition and then three en- 
tries from each classification will be 
selected to receive the Gold Seal 
Merit Awards of $100 each. 


Time Is Important 


Entry by the electrical wholesal- 
ers’ lighting specialists and salesmen 
offers a unique opportunity for them 
to contribute to the knowledge of 
better seeing through better light- 
ing, as well as securing individual 
recognition in the field and the 
chance to participate in the cash 
awards. 

\ll entries must be postmarked 
on or before August 31, 1947, so 
that time is extremely important to 
all those planning to participate. 
Applications for entry and requests 
for rule booklets should be addressed 
at once to the Merit Award Com- 
mittee, Second International Light- 
ing Exposition and Conference, 
Room 818, 326 West Madison St., 
Chicago 6, Illinois. 
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MAKING 1947-1948 
BREAK ALL RECORDS 


In Lighting Sales 
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Geared Up For New Sales Records 
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Follow These Sales Plans NOW 









The plans of some of the leading lighting 
equipment manufacturers and wholesalers 
throughout the country who really intend to 
get their share of the largest lighting mar- 
ket in the industry are briefly outlined in 
the following pages. It is the sincere hope 





of ELECTRICAL WHOLESALING that 
those who have not formed as yet definite 
plans will use the ideas presented herewith 
as a guide to their own procedures in getting 
their share of the tremendous lighting sales 
opportunities that lie just ahead 





At St. Paul It’s “ALL-OUT” 


For Rewiring 
And Relighting 


wédegua tely 





BLAINE ELECTRIC CO. 
188 W. 4th St., St. Paul 2, Minn. 
Wm. C. Blaine 


Your letter of May 15th is at hand with reference 
to your J uly issue. 

Personally, I think you are doing a very construc- 
tive thing in promoting and pushing the sale of all 
types of lighting equipment. We have been very 
lighting-minded for many years, and anything that 
will help the lighting causes along, we are for. 


Two Lighting Showrooms 


For your information, we have just moved into our 
new business home. We have built two new lighting 
showrooms. One room is wholly devoted to commer- 
cial and industrial lighting. We have attempted to show 
in a most attractive manner as many types of lighting 
as we ordinarily have to contend with in commercial 
and industrial installations. 

We have built a separate residential showroom con- 
taining almost 500 outlets. We have come to the 
conclusion that building a showroom with a great deal 
of warm, personal atmosphere around various types 
of lighting fixtures adds to lighting sales. 

These rooms were completed about four months 
ago, and the result has been a fine up-swing in sales. 
It is the ladies who buy residential lighting, and we 
finally decided that only by giving them a pleasant 
room, with a great deal of atmosphere, could our unit 
sales be increased. ‘The results have exceeded our 
fondest expectations. 
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We are issuing, within the next 30 days, a com- 
plete new lighting catalogue which will blanket the 
entire northwest. This book will contain colored cuts 
illustrating all types of residential, commercial and 
industrial lighting. Promotional literature will follow 
this catalogue, and every effort is being made to make 
our dealers more lighting conscious. 

We have the confidence of our many dealer accounts 
who send their customers in to our various showrooms 
at all times, knowing that all prices quoted are list, 
and that in all cases their full compensation will be 
given them. 


Sales Have Zoomed 


To further the lighting program in our section of 
the country, we have just lowered all our list prices 
25%, and have changed the dealer compensation by a 
like percentage. In the past where the dealer sold 
the fixtures at a high list price, in practically all 
cases, he installed the lighting, no charge. Now, with 
a lower list price, which brings the level of the light- 
ing job down considerably, the dealer adds on an extra 
charge for hanging. 

Since dropping these list prices and going to the 
new set-up, lighting sales have zoomed. 


At Corpus Christi It’s “ALL-OUT” 


For Rewiring 


And Relighting 


redeguately 





CORPUS CHRISTI HARDWARE Co. 
Corpus Christi, Texas 
Oscar J. Koepke, Sec.-Treas. 


Thank you for your letter of May 15. I enjoyed 
your talk at the National Electrical Wholesalers Asso- 
ciation Convention in Atlantic City a few weeks ago, 
and J made a number of memorandums and one was 


ELECTRICAL WHOLESALING—July, 1947 

















To Share Record Lighting Market 








to get a place where we can sell lighting fixtures. 

Before the war we had a nice display and we had a 
young woman who sold lighting fixtures for us. Dur- 
ing the war we moved to another location and we did 
not put up a lighting sales room. We must do this 
in the future. 

I talked to a number of electrical wholesalers and 
those I talked to told their total lighting business, as 
compared with the over-all volume of sales, was from 
11 to 20 per cent of the total. This means that an elec- 
trical wholesaler who did a million-dollar volume did 
from $110,000.00 to $280,000.00 worth of lighting 
fixture business. This is a beautiful business and 
something that every electrical wholesaler needs to fill 
up the low places in his low profit lines. 

We are going to be greatly interested in what is 
worked up and we wish we had something that would 
be of interest but we have not for we are looking for 
just the thing that you are planning to work on. We 
should like to have any special mail or promotional 
campaigns to sell lighting to contractors, industrial 
and commercial buyers. 

We are confining our electrical business totally 
to the electrical contractor and the people who are 
actually in the electrical business. We do not sell 
fluorescent fixtures to anyone other than the con- 
tractor. We feel this is right for, if you will remem- 
ber, the last convention the National Contractors had, 
they passed a resolution stating they would buy no 
lighting fixtures from any manufacturer direct. This 
is right down our line of thinking and we are anxious 
to cooperate with these people. 


At Atlanta, Ga., It’s ‘“ALL-OUT” 


For Rewiring 
And Relighting 


sédegua tely 





ELECTRICAL WHOLESALERS, Inc. 
159 Trinity Ave., S.W., Atlanta, Ga. 
F, H. Dendy, President 


Acknowledging your letter of May 15 in which you 
request that we outline any special activities that we 
have under way or plans we are making to promote the 
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adel 7 
Nis, 


_ 

sale of lighting fixtures, about the only thing we could 
advise you at present is that we are making prepara- 
tions to get back to our pre-war lines as rapidly as 
possible. Like many other lighting fixture distribu- 
tors we have bought both residential and fluorescent 
fixtures during the war and post-war period from 
anyone who was able to make shipment with the result 
that we have somewhat of a conglomeration insofar 
as manufacturers are concerned. 

During the war we very greatly outgrew our space 
and converted the room which we formerly used for 
fixture displays for ordinary warehousing which was 
not a matter of choice, but something we had to do on 
account of our acute shortage of warehouse area. 

Right now we have a new building under construc- 
tion which we hope to occupy some time in September 
or October and we have made provisions in this new 
building for a spacious and attractive display room. 

We think the potential for lighting fixture sales 
in this territory is excellent and we are going to make 
every effort to cooperate with our dealers in securing 
our share of this potential business. 


At Canton, O., It’s ““ALL-OUT”’ 


For Rewiring 
And Relighting 


rtdeguately 





THE FURBAY ELECTRIC SUPPLY CO. 
115 Schroyer Ave., S.W., Canton 2, Ohio 
C. A. Fields, Service Manager 


With reference to your letter of May 12th, 1947 
regarding sales promotion on lamps, nz umely residen- 
tial, commercial and industrial fixtures: 

Our selling program has started by having each of 
our salesmen thoroughly schooled at the Nela Park 
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Lighting School, Cleveland, Ohio, in all types of 
lighting. 

The Furbay Electric Supply Company maintains a 
lighting fixture show-room in which we can display 
approximately one hundred fixtures from the ceiling 
and walls and this room is used in displaying to our 
dealers and contractors. 

A salesman is employed to assist both dealers and 
contractors and in addition our offices and warehouse 
are being completely remodeled and we are installing 
various types of incandescent and fluorescent lighting 
fixtures, in order that our customers may see the 
various types of modern lighting in actual use. 

We also have a mailing program by which we con- 
tact, through a national building report, the builder 
whether residential, commercial or industrial, supply- 
ing them with literature on all types of lighting, which 
are available from stock and this is followed up by a 
personal contact, either by our salesmen or the con- 
tractor. 

Periodical trips to Nela Park, sponsored by the 
company and our salesmen, for the industrial elec- 
trical engineer, contractors and dealers, tend to keep 
these groups informed on ‘Up-to-date Modern 
Lighting.” 


At General Electric Supply Corp. 
It’s ““ALL-OUT” 


For Rewiring 
And Relighting 


rAdeguately 





GENERAL ELECTRIC SUPPLY CORP. 
1260 Boston Ave., Bridgeport 9, Conn. 
W. W. Booth, Manager, Lighting Sales 


We appreciate your May 15th letter telling of your 
plans for presenting the lighting subject in forthcoming 
issues of ELECTRICAL WHOLESALING, and in response 
to your request we are glad to give you the following 
comments on our projected activities for the 1947-1948 
sales season. 

We are confident that the present opportunity for 
immediate sales activity in the lighting market exceeds 
anything we have experienced previously. We are 
encouraged by the acceptance on the part of users 
everywhere for higher standards of lighting, and also 
by the support that is being extended by all branches 
of our industry. 

Our plans are based on a two-way responsibility 
first, to effectively serve the user through making 
available the latest in improved lighting technique and 
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equipment, to cooperate with utilities and electrical 
contractors in supplying the services and products 
that will best fill the needs of the customer. Our second 
objective is to devise new methods and facilities to 
more effectively serve the interest of the manufac- 
turers of lighting equipment and related products. 

Now that important new developments in lighting 
products are becoming more abundantly available we, 
like all wholesale distributors, are faced with new 
problems of selection and balancing of local inven- 
tories. In view of the very wide diversity in equip- 
ment design and type, and the requirements of the 
many different lighting applications, it is of increasing 
importance that more careful attention be directed to 
selection of distributor stocks to provide prompt and 
efficient customer service. 

In support of the “Planned Lighting’’ promotion 
we will be active in our support of local programs. 
Every possible means will be employed to better equip 
our sales organization in the programs sponsored by 
the several branches of our industry. It is naturally 
our desire to cooperate to the fullest extent with the 
nation-wide, as well as local, plans that have been 
announced by the utilities, manufacturers, and the 
contractors’ organizations. 

We find that many individuals have recently re- 
turned to key positions in various organizations, who 
have been out of touch with lighting activities in the 
past several years. It will be necessary to not only 
re-establish many contacts but to see that all those 
interested are equipped with complete and up-to-date 
literature covering the lighting information that they 
will need. During the coming months we must see 
that the wealth of literature available to us from the 
manufacturers, and the promotional materials pro- 
vided by the industry programs, are effectively dis- 
tributed. 

Much thought and attention is being given to new 
and improved methods of displaying and demonstrat- 
ing the new lighting products in our own buildings 
and along this line to assist our contractors and dealers 
in improving their displays. This must provide for 
effectively presenting the new products and also cover 
the methods used to accomplish built-in lighting that 
will be so important in many new and re-lighting 
applications. 

The wholesale distributor is in a key position, we 
believe a very fortunate position—in bringing to all 
local interests the services needed to enjoy the benefits 
of really good illumination. We believe that this calls 
for much more than just lighting products and the 
collateral materials needed to complete an installation. 

Lighting will be of first consideration in the mod- 
ernization plans in the commercial and industrial fields. 
There is so much yet to be done to provide the real 
benefits of good lighting for the schools and offices 
across the country. 

Hospitals and all types of institutions are so urgent- 
ly in need of improved conditions and many of these 
projects will involve new wiring and other facilities in 
addition to the lighting. 

Our plans must, therefore, be developed around 
aggressive selling—to sell the best possible job in 
every case, to put into practice the objectives of the 
Planned Lighting Program. 
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With GRAYBAR It’s “ALL-OUT” 


For Rewiring 
And Relighting 


rAdeguately 





GRAYBAR ELECTRIC COMPANY, Inc. 
420 Lexington Avenue, New York, N. Y. 
H. P. Litchfield, Asst. General Sales Manager 


Since the lighting business is estimated at 25 or 
30 percent of the total electrical wholesaler’s volume 
in the United States and is said to represent about one- 
third of the average wholesaler’s gross margin, it is 
to be expected that commensurate amount of effort 
and energy will be devoted to that department, in- 
cluding the maintenance of appropriate stocks, display 
space, sales organization, and the aggressive promo- 
tion of the line. 

Although the bottleneck of inadequate wiring has 
retarded the improvement in general lighting as well 
as the utilization of other electrical appliances and 
equipment, resourcefulness has been used in overcom- 
ing that handicap to some degree. 


The Fluorescent Era 


The fluorescent source of light introduced a new 
era, not only in improved illumination, but rendered 
possible higher intensities at little or no increased 





At each of their offices throughout the country Graybar Elec- 
tric Co., Inc., has provided an attractive showroom where all 
types of fluorescent and incandescent lighting fixtures are dis- 
played and demonstrated. This section of the Kansas City set- 
up combines the commercial lighting display with the appli- 
ance display. 


power cost and without the installation of new and 
larger wiring facilities which would have been neces- 
sary to accomplish the same results with incandes- 
cent lighting. 

Despite the tremendous advances in the past few 
years in better lighting, with its innumerable advan- 
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tages in home, office and factory, our Company is con- 
vinced that the future markets also are very large, 
and we keep our sales organization alerted at all times 
to their opportunities and obligations. 


Lighting Showroom a “Must” 


Kkach of our offices has provided an attractive show- 
room where all types of fluorescent and incandescent 








Furnishing an ideal place for the electrical contractors to bring 
their prospective customers, the Columbus, Ohio, office of the 
Graybar Electric Co., Inc., also is the scene of many meetings 
for their own sales force as well as for dealers and their 
organizations. 


fixtures for all purposes are always on display and 
demonstration. 

In these rooms we hold educational meetings of our 
own sales force and invite electrical contractors to 
bring their customers who are interested in better 
lighting to listen to discussions by recognized author- 
ities on the subject. In addition, we hold similar 
sessions at factories providing facilities for that pur- 
pose. 

We have arranged for groups of customers and 
ur own men to visit the Lighting Institute at Nela 
Park, which is an education in itself not only in light- 
ing but other important phases of the electrical in 
dustry. 


Vail Campaigns on Lighting 


\We make it a practice to keep our customers and 
prospects informed by special mail promotional cam- 
paigns, and personal calls of our salesmen, on develop- 
ments and improvements in the field of lighting. 

In these programs we cooperate closely with our 
suppliers, contractors, manufacturers and_ utilities, 
leaving no stone unturned to place our facilities at 
the disposal of these other elements in our industry 
and to reap the benefit of their knowledge and experi- 
ence, all of which contribute to the mutual advantage 
of all interested in relighting America. 

Schools and stores offer a tremendous opportunity 
and those who would make the best of this market 
must be well informed and well equipped to sell and 
serve the trade. 

W. J. Goerisch, manager of our Lamp Department, 
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believes it is of the utmost importance to train lamp 
agents and similar dealer outlets, as they frequently 
advise home owners as to lighting requirements, size 
and wattage of lamps, etc. to suit their needs. The 
present substandard lighting of kitchens, bathrooms, 
etc. may be attributed in part to the scarcity of 
proper size lamps. The “Planned Lighting Activity” 
sponsored by the Edison Electric Institute ; the manu- 
facturers’ programs, one of which has the motto “How 
to Shine Behind a (name of mfr.) Bulb Counter,” 
and similar activities are helpful in this endeavor. 


Adequate Wiring Needed 


R. C. Kinney, manager of our Lighting Department, 
thoroughly believes that attaining the ideal in lighting 
depends on adequacy of wiring in home and industry, 
and under the leadership of industry groups and their 
members, architects, engineers and others responsible 
for specifying necessary basic wiring equipment will 
cooperate in that field so that when the free flow of 
materials is resumed, users will thus be prepared for 
the wide expansion in lighting and other electrical 
facilities. 

The statement has been made that the power com- 
panies of the country now enjoy a lighting load about 
equal to their total load of ten years ago. 

While these few thoughts have centered around 
interior problems, street lighting, floodlighting and 
other outside applications require the wholesaler’s 
participation, and he will be well rewarded for his 
intelligent and constructive contribution. 

The wholesaler’s salesman who is well trained and 
otherwise equipped to do the job and is willing to work 
hard will benefit immeasurably from the campaign re- 
ferred to as “Rewire and Relight America Ade- 
quately.” 


At Albany It’s “ ALL-OUT” 


For Rewiring 
And Relighting 


rAdeguately 





HAVENS ELECTRIC COMPANY, Inc. 
31-33 Hudson Ave., Albany, N. Y. 
Wm. F. Clarke, Lighting Specialist 


We will try to tell you in this letter how we in the 
Havens Electric Co., are promoting and _ selling 
“Planned Sales Lighting” and adequate lighting gen- 
erally. We will be very glad to cooperate with you 
in your campaign to “Rewire and Relight America 
Adequately.” 


Strengthen the Sales Staff 
Shortly after V-] Day in 1945, we shifted our sales 


department from a wartime footing to a peacetime 


footing. Our sales force was increased fourfold. Spe- 
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cialized sales effort was added where we thought it 
would be necessary and profitable. Specialized sales 
effort in lighting has always been a part of our pro- 
gram except during the war years. It is, again, a 
definite part of our selling effort. 

We have a general salesman in each territory who 
is responsible for a balanced sales result in his terri- 
tory. To help him achieve this result, we have special- 
ists in appliances, apparatus and lighting. The ap- 
pliance specialists travel definite territories. The ap- 
paratus and lighting specialists are responsible for the 
overall result in their particular fields. There is a 
spirit of team work among these groups which is 
characteristic of our organization that takes advantage 
of all opportunities for sales. 

Emphasis on Lighting Sales 

Our lighting specialist has been with us seventeen 
years and had over thirty years experience in the 
electrical wholesale business. He is a competent 
lighting engineer and approaches his problem from 
a sales angle. He keeps abreast of modern lighting 
practice. The company has not spared expense to 
give him the tools and education he needs to be a 
competent lighting salesman. 

The Havens Electric Co., sales policy is definitely 
a “wholesale only” policy. It believes the sale of light- 
ing equipment belongs to the electrical contractor. 
With the exception of the large industrial or com- 
mercial account or government agency or institution 
who maintains its own electrical department, all light- 
ing sales are channeled through the electrical con- 
tractor. 

Such a sales policy with competent engineering 
service obtains and holds the confidence and coopera- 
tion of the electrical contractor. The result is that 
we are the lighting salesman for a large group of elec- 
trical contractors. 

Lighting Sales Portfolio 

For each lighting job, we present to the contractor 
a sales portfolio which contains his selling points, his 
quotation, specification sheets of the lighting equip- 
ment recommended and a blue print of the lighting 
layout suggested. This sales portfolio enables the con- 
tractor to present his proposition to his customer in 
an impressive and business-like manner. We are en- 
closing a typical specimen of this portfolio and we 
would appreciate any comments or criticisms you 
might wish to make. This portfolio has been a val- 
uable tool for us. 

In addition to this selling effort, our lighting man 
works with architects, engineers and industrial engi- 
neers. For an impressive group of them, he is their 
lighting engineer. This work maintains sales leader- 
ship for the manufacturers’ products we sell. 

A portion of our weekly sales meetings is devoted 
to lighting. The education of ‘our salesmen is contin- 
uous, not to make them lighting engineers, but to show 
them the opportunities for sales and how to make 
them. 


Lighting Display Room 


ach month or oftener, a sales letter is mailed to 
various classes of trade to promote a particular pro- 
(Turn to page 94) 
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Manufacturers Go “ALL-OUT” nee 
To Make 47-48 Greatest Sales Season | <5; 





ROOF positive that manufac- 
turers of lamps and lighting 
equipment are making every 
effort to build the 1947-48 lighting 
sales season into the largest in the 
industry's history is shown by their 
wholehearted cooperation in making 
showrooms available to demonstrate 
and test the newest developments in 
light sources and planned lighting. 
In previous issues, ELECTRICAL 
WHOLESALING has presented, as 
they were finished, the display and 
demonstration rooms of some of th« 
industry’s leading manufacturers. 
On this and subsequent pages are 
shown more—display and demon- 
stration rooms that can well be cop- 
ied in part by electrical wholesalers 
everywhere to prove to all their 





prospective customers the full bene- 
fits of adequate lighting properly 
planned and installed. 


AT RIGHT. That the light sources them- 
selves can be used to secure more effec- 
tive and dramatic display is shown in 
this entrance foyer. Here these sources 
are used in their proper surroundings to 
facilitate selection by the prospect. All 
photos courtesy of Lishtolier, Inc. 





BELOW. At strategic locations on the first floor, shadow-box BELOW. Unique arrangement of show windows allows one 
displays and wall niches set off special lamps and demonstrate to be set up as a room arrangement where lamps are displayed 
the newest built-in lighting techniques. From the ceiling are against their proper background, while the other window sets 
suspended other lighting fixtures. Correct use of paint colors, off individual lamps on framed shelves. Egg-crate ceiling 
wall papers and furniture help create proper atmosphere also. conceals the fluorescent and incandescent lighting. 
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duct. These sales letters are pointed to obtain an 


order. A return order card is enclosed. This method 
not only brings us an impressive amount of business, 
but it also gives us a reaction of the market or our 
method of approach. A sample of one of these letters 
is enclosed. 

We maintain a lighting fixture display where con- 
tractors can bring prospective customers. Plans are 
under way to remodel and considerably enlarge our 
It will be 
a modern merchandising approach to selling and serv- 
ing the electrical trade. A new and modern lighting 
display and sales area will be incorporated. It will 
have some of the features of the Nela Park Whole- 


sales display and customer contact area. 


salers’ Sales Room. 


Utility Cooperation 


We have in this territory the finest utility lighting 
department in the country. The New York Power 
and Light Corporation is to be commended for its 
program in promoting “Planned Sales Lighting” and 
its cooperation with the electrical wholesaler and con- 
tractor. This utility effort is the most important 
factor in elevating the lighting standards in this area. 
Without it our efforts would be more difficult. 

Where such utility cooperation exists, we believe 
industry-wide sales and educational programs such 
as your “Rewire and Relight \dequately”’ 
and the Better Light Better Sight Bureau program of 


\merica 


“Planned Sales Lighting” have the best opportunity 
for success. 

For fifty years the Havens Electric Co. has been 
cooperating with the electrical industry in many activ- 
ities. We believe this cooperation has been successful 
and profitable. We will continue it as long as it 
promotes the welfare of the industry of which we are 
a part. We wish you success in vour effort. 


At Cincinnati It’s “ALL-OUT” 


For Rewiring 
And Relighting 


rtdeguately 





THE JOHNSON ELECTRIC SUPPLY CO. 
329-331 Main St., Cincinnati, Ohio 
Claude W. Johnson, Jr., President 


Thank you very much for your kindness in sending 
us an extra copy of the article in the anniversary issue 
covering our fortieth year of business. It was par- 
ticularly gratifying to read what you had to say about 
my father. 

I enjoyed hearing your talk in 
cluding your accent. 
ing in our wholesale sales records to Uncle Sam for 


\tlantic City, in- 
Incidentally, we have been send- 


several months. 

Your letter of May 15 requests information about 
what we are doing in stressing lighting sales. En 
closed is a copy of a general letter we recently sent 
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out to a select list of 400 architects, engineers, con- 
tractors, industrial and commercial builders. Should 
you quote any of our letter which was mailed out with 
a catalog and personalized, we would prefer you to 
delete the name of the manufacturer and product as 
indicated. 

In addition to this, we have recently painted our 
office and installed three different types of popular 
louvred fluorescent units which we think are excellent 
models for store or office lighting. Although these 
fixtures were only installed five months ago, we have 
already seen benefits through additional sales. We 
have also sampled several other popular units on our 
first floor. 

A third lighting promotion has been our lighting 
sales contest among our outside men during March 
and April, designed to clean out old lines and obsolete 
material in addition to getting established on new lines. 
We have already paid out several hundred dollars to 
our salesmen on this contest. [Each was given a quota 
against our inventory as of March 1, 1947, and prizes 
were based on percentage of attainment of quota in 
addition to separate prizes for direct compensation 
against percentage ot gross pront. 

We have not yet been able to open our prewar 
display room on residential fixtures due to inadequacy 
of supply but certainly hope to do so within a few 
months. 

lf we should dream up any other lighting promotion 
ideas in the near future, we shall be glad to pass them 
on. 


At Amarillo, Texas, It’s ‘““ALL-OUT” 


For Rewiring 
And Relighting 


rbdeguately 





MARSH ELECTRICAL SUPPLY 
906-912 West Sixth St., Amarillo, Texas 
C. B. Marsh, Jr. 


In answer to your letter of May 15, 1947, we wish 
to advise you of our cooperation in your campaign to 
‘“Rewire and Relight America Adequately.” 

We have established our business on an exclusive 
wholesale basis and have prided ourselves as being one 
of the few electrical wholesalers in our territory to 
provide the electrical contractor or his customer with 
a place where they can come for conference to get com- 
plete electrical engineering service. 

We maintain an engineering staff thoroughly 
trained in the use and application of all materials that 
we stock as wholesale jobbers. We assist electrical 
contractors with any and all of their problems to and 
including help on taking materials from blue prints 
or specifications. 

We also maintain a competent design engineer to 
layout and prescribe lighting recommendations on any 
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type of store, home or business establishments. We 
guarantee footcandle level of illumination provided in- 
stallation is made in accordance with our specifications. 

We recently completed a new 13,600 sq. ft. ware- 
house and office building that is modern and up-to-date 
in every respect, including a 30’ x 60’ display room. 
Our building was designed entirely to fit our business 
in order that we could provide a greater service to our 
customers, and designed for ease and speed in op- 
eration. 

We have found that an engineering department in 
connection with an electrical wholesale jobbing estab- 
lishment is an ideal situation, as there are many in- 
stances when an electrical contractor needs assistance 
in uses and application of materials and interpretation 
of specifications and plans. It also helps his business 
from a lighting standpoint, to be able to assure his 


customer of satisfaction in the installation that 


he 
makes. 


This has been our policy, and we have no desire to 
make a change. 


At Chicago It’s “ALL-OUT” 


For Rewiring 
And Relighting 


bad deguately 





METROPOLITAN ELECTRICAL SUPPLY CO. 
20 North Jefferson St., Chicago 6, Ill. 
Edmund W. Getke, President 


Your “Rewire and Relight America Adequately” 
campaign has and will have our sincere cooperation 
and support. 

We appreciate fully the sales opportunities in 
lighting and look forward to increasing opportunities 
as fixtures and supplies become available. The fluor- 
escent market in the Chicago territory is good and 
should increase for some time with complete conver- 
sion of our D. C. territory. 

In order to identify ourselves properly with the 
lighting industry and to secure our share of this 
business, we are training our salesmen and _ inside 
staff on lighting sales and lamps. 

We maintain a complete show room of residential 
fixtures and commercial and industrial fluorescent 
fixtures and invite our contracting customers to use 
our show rooms. 

We have been maintaining a show room for years 
and find it a good means to cooperate with our con- 
tractors and develop fixture business. 

We are following new home owners with special 
mailings, inviting them to visit our displays. 
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At Salt Lake City, Too, It’s ““ALL-OUT” 


For Rewiring 
And Relighting 


Adeguately 





THE SALT LAKE HARDWARE CO. 
Salt Lake City 9, Utah 
Fred Fellow, Lamp Dept. 


We are writing in reply to your letter of May 15th 
requesting information concerning our lighting and 
wiring sales promotion program, past, present and 
future. 

We are pleased to report that within the last year, 
6 of our men have completed a correspondence course 
given by the General Electric Company. We are con- 
tinually prodding our dealers in an effort to have them 
display their globes properly and attractively at all 
times. We are also trying to see that our dealers are 
adequately supplied with lively sales literature. 
Greater emphasis is being placed on establishing a 
balanced inventory for ourselves as well as for our 
dealers. 

An effort is being made to have our dealers follow 
the national advertising schemes. We are also pre- 
paring a contest with a concerted effort to effectively 
sell all who come within our sphere of influence on 
the vast possibilities of marketing all phases of new 
and improved modern and progressive lighting. 

Accepting this opportunity to cooperate with you is 
a real pleasure and your enthusiastic interest in help- 
ing us give life to the sales which are waiting for us, 
is certainly appreciated. 


At Westinghouse Electric Corp. 
It’s ““ALL-OUT” 


For Rewiring 
And Relighting 


rAdeguately 





WESTINGHOUSE ELECTRIC CORP. 
Bloomfield, New Jersey 
William J. Massey, General Lamp Sales Manager 


Within the short space of only six months the 
production of incandescent and fluorescent lamps has 
just about caught up with demand. Back-order files 
have been slimmed down to livable proportions and 
with the exception of a few types we can definitely 
state that the lamp shortage 1s over. 

From now on the problem of selling takes the spot- 
light. Our biggest job is to revitalize the selling 
organization of dealers and distributors. During the 
long years of lamp shortages all organizations fell into 
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the habit of either saying, “No—we haven't any,” or 
“You will have to take what we have—that is all we 
can get.” As these excuses become less valid every 
day we must take drastic steps to remove them from 
our thinking. 

The best way to overcome the “No, we haven't any” 
hazards is to make a careful analysis of stock on hand 
as compared to post-war demand, I am certain that 
such an analysis by any jobber will reveal that today 
jobbers are not carrying many types of lamps which are 
in plentiful demand. They have literally forgotten 
that these lamps were ever made or that there was a 
profitable market for them. 

Jobbers should study their market and stock all 
types of lamps which will offer them a ready sale. 
Prior to the war, 


The same applies to dealers. 
hundreds of thousands of silver bowl fixtures were 





Lamp merchandising helps are receiving more and more atten- 
tion as a vital part of well-rounded sales programs. This model 
display is set up in the Chicago Illumination Laboratory of the 
Westinghouse Electric Corporation which has been designed 
as a working center for power company lighting personnel, 
illuminating engineers, lamp and lighting fixture distributors 
and dealers. 


sold. Until recently silver bowl lamps were in short 
supply and as a result many of these fixtures are 
equipped with regular inside frosted lamps. Therefore, 
the fixtures are not providing proper type of lighting. 
If dealers will restock silver bowl lamps they can 
make many extra sales. Colored and decorative lamps 
are also being produced in large quantities. Here again 
it is simply a matter of distributors and dealers stock- 
ing and displaying a variety of popular types. 

To overcome the “You will have to take what we 
have—that is all we can get’’ philosophy, dealers and 
distributors will have to get back into the habit of 
making a real effort to satisfy the customer by ordering 
special types from their manufacturers. Manufactur- 
ers in turn will have to reinstate popular types which 
were dropped during the war. Dealers will also have 
to get back into the business of actually selling lamps. 
They must again realize that lamps are a reminder 
item and to sell them they have to merchandise and 
display them. 
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At Admiral It’s ““ALL-OUT” 


For Rewiring 
And Relighting 


Adeguately 





ADMIRAL LAMP MFG. CORP. 
1276 Merchandise Mart, Chicago 54, Ill. 
F. Schwartz, President 


As manufacturers of portable lamps, | am of the 
firm belief that the electrical wholesaler has an oppor- 
tunity, in pushing the sale of portable lamps, far 
greater than he has ever had in the past for the follow- 
ing reasons: 

1. The new development of the Circline fluores- 
cent tube which is admirably adapted to use in port- 
able lamps. 

2. The “C-L-M” Certified lamps that will give the 
public almost twice as much light without any in- 
crease in the wattage, together with safer construction, 
which will be built to the most rigid specifications 
ever prescribed in the portable lamp field. 

Both these developments will increase the demand 
for portable lamps in the home. The wholesalers’ 
dealers will have to be supplied and, under the cir- 
cumstances, there is room in the picture for the elec- 
trical wholesaler in this “Certified” program. 

We are going to manufacture a line of lamps for 
the sole use of the distributors, which will be on 
display during the July market, and which will be in 
production and shipped during August for distribution 
to the public in September. 


At Champion Lamp It’s ““ALL-OUT” 


For Rewiring 
And Relighting 


rédeguately 





CHAMPION LAMP WORKS 
Lynn, Mass. 
Fred. J. Vorlander 


In your letter of May 15, you commented on the 
intention of devoting the July issue of your magazine 
to the 1947 Lighting Show IN PRINT. This should 
certainly be a popular edition as well as a timely one. 

You also asked for a brief statement as to what we 
are doing or plan to do in promoting the sales of 
lighting equipment for the 1947-48 sales season. 

Champion Lamp Works adheres to the policy of 
promoting planned lighting in all its advertising matter 


(Turn to page 98) 
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1BOVE. Entrance to the third floor showrooms of Lightolier, 
Inc., New York City, makes use of a vivid color scheme to 
fully demonstrate the part that correct color can play in proper 
lighting. Bullet spotlights in the ceiling are used to highlight 
merchandise as well as the company insignia in the background. 


AT RIGHT. Recessed filament lighting in the ceiling illum- 
inates the entrance foyer to the second floor. This floor has 
been specially designed to give a “home-like” setting for the 
lamps so that the prospective customer can quickly and easily 
visualize the lamps “in action.” 





By using a saw-tooth arrangement for displaying a series of 
lamps, each in its own niche, this display unit takes the indi- 
vidual lamp out of competition with those near it. Here tex- 
tured wood panels painted white are set against dark mahogany. 


July, 1947—ELECTRICAL WHOLESALING 





Shown here is one of three booths in which special collections 
may be individually displayed. Suggested settings may be easily 
changed to harmonize with different types of lamps to be 
featured from time to time. All photos courtesy of Lightolier. 
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and in doing so offers the services of its lighting 
In keeping with the national “Planned 
Lighting Program” we intend to continue to aggres- 


engineers. 
sively promote through advertising and personal con- 


tact the sale and application of good lighting properly 
planned for the specific application involved, 


At General Electric It’s “ALL-OUT” 


For Rewiring 
And Relighting 


AAdeguately 





GENERAL ELECTRIC CO. 
Lamp Department, Nela Park 
Cleveland, Ohio 


E. D. Stryker, Sales Manager 
Lighting Equipment Promotion 


\ number of indications on the electrical horizon 
clearly point to the fact that the lighting fixture 
business will be good in most markets before the end 
of this year. And 1948 may very well prove to be the 
biggest year ever 

\ host of utility companies, for example, have 
underwritten a vigorous lighting program in the in 
dustrial, commercial, and residential fields for the next 
several years. More and more utility companies are 
training their power men for lighting sales. It would 
be not at all surprising if, by the end of this year, well 
over 5,000 utility representatives were out there 
actively promoting lighting sales. 

\s for fixtures in the industrial fixture market, 
no unusual inventory prevails. The demand is appar 
ently still greater than tie supply. It is a fact also, 
that some very large installations have been held up 
temporarily in anticipation of lower building costs 
This, however, seems to be a temporary condition 
and has not materially luced the immediate market 

Some manufacturers, in view of the shortage of 
steel, have preferred to fi.l orders for commercial fix 
tures, which sell for about twice the net cost. This 
represents more dollars for both the manufacturer and 
the distributor. 

In the home field, residential fixture business will 
closely follow the new building market, just as it 


always does This business has been slowed down 


considerably in terms of immediate demand because of 
present building costs so that so far only a fraction 
of the anticipated demand has materialized. Neverthe 
less, some of the older established manufacturers are 
shipping regularly, and in considerable quantities to 
their distributors and there is every reason to expect 
conditions to improve. 

Specialty items, such as the 2-lamp 20-watt kitchen 


unit, have been overproduced and some wholesalers 


and retailers are overstocked on this item. In spite of 


this, some of the larger manufacturers are still ship 
ping in substantial quantities 


98 


Sales of portable lamps have been running at less 
than the 1946 rate, but the portable lamp business 
will undoubtedly pick up appreciably during the last 
several months of 1947. 

Several large merchandisers believe that portable 
lamp inventories in retail stocks are not excessive 
and can be liquidated quickly, when necessary. They 
further believe that retail stores will be looking for 
new items with new sales features to promote more 
vigorously during the fall of 1947. 

Of commercial lighting equipment, electrical whole- 
salers, on the average, have about a three months’ 
inventory based on 1946 sales ratios. The situation 
is, Of course, spotty—not only geographically, but 
by individual wholesale houses in the same area. In 
but one or two instances, electrical wholesalers have 
an inventory as large as 1946 sales. Very few of them 
have less than two months’ inventory. 

Liquidation does not appear to be held up by the 
lamp situation except in the case of certain specialties. 
Since in normal times electrical wholesalers rarely 
carried more than a working stock of fixtures in 
their warehouse, much of this present unbalance in 
stocks of fixtures is the backfire of catch-as-catch-can 
buying in the period when things were hard to get. 

In fact such inventory frequently represents a 
diversified assortment of small quantities of “odds 
and ends” acquired during the past 18 months. Ob- 
viously, the best market for the disposal of this kind 
of equipment is a small store field, and in many cases 
the wholesaler is only now learning how to really go 
out and sell this kind of merchandise. 


At The Frink Corp. It’s ‘““ALL-OUT” 


For Rewiring 
And Relighting 


Adeguately 





THE FRINK CORPORATION 
Long Island City |, N. Y. 
Erving G. Bernstein, Advertising Manager 


| am very happy to comply with your request of 
May 15th for a brief outline of our Sales Promotion 
Program for the sale of lighting equipment for the 
1947-48 season. 

Our immediate plans involve a full scale trade paper 
campaign coordinated with direct mail, slanted to the 
respective needs of each major market: wholesaler, 
architect-engineer, contractor and central station. 

We plan to furnish new, up to the minute catalogs, 
bulletins, sales aids, photographs and ad reprints, to 
our own salesmen and representatives, jobber-salesmen 
and utility company lighting engineers. With this we 
hope to enable them to do a better selling job and at 
the same time an educational one, tied in with the 
K.E.I. Planned Lighting Program, “Relight and Re- 
wire America Adequately” campaign, “Better Light- 
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Better Sight”’ program and others intended to raise the 
general standard of lighting in America. With regard 
to these developments, we feel that they are in direct 
support of things we have been saying and doing for 
the past ninety years. 

In addition to the manifest elements of the above 
outlined program, we intend to institute and develop 
full scale sales and market research programs in order 
to accomplish the best job based upon actual needs and 
desires rather than guess work. 

Of course, at the same time our research and devel- 
opment and engineering divisions are striving to con- 
tinually better the fixtures we now produce and to 
build a line to meet every need according to the most 
rigid engineering specifications. 


At Jackson Electrical It’s “ALL-OUT” 


For Rewiring 
And Relighting 


pAdeguately 





JACKSON ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 
Sidney Baskin, Sales Manager 


Jackson Electrical Company is looking forward 
to one of the best years it has ever had in the indus- 
trial, commercial and rural electrification lighting 
fields and has brought out numerous items such as 
yardlights, vapor-proof fixtures, weather-proof sock- 
ets, etc., as fast as materials have become available. 

There is a pent-up demand for lighting equipment 
which has not as yet been satisfied due to the critical 
scarcity of raw materials such as steel, copper, sockets, 
castings, pipe, etc. Jackson is coming out with quite 
a few new designs and new ideas for the industrial, 
commercial and REA fields which it hopes to have 
ready for the 1947-1948 lighting sales season. 


At Johnson Plastic It’s “ALL-OUT” 


For Rewiring 
And Relighting 


pAdeguately 





JOHNSON PLASTIC LIGHT CORP. 
3412 "J" Street, Phila., Pa. 
D. S. Stout, Advertising Manager 


We've read with a lot of interest your plans for 
your July issue and hope this information reaches 
you in time. 

We are making extensive plans for selling to and 
helping the Electrical Wholesalers during 1947-1948. 

First—as on all our products—we will have lamps 
of our own design; distinctive, so that the wholesaler 
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will definitely have a better than ordinary run-of-the 
mill item to sell. The full force of our 23 years’ 
experience in the lamp industry will go into making 
each unit an outstanding value—and at a full markup 
for both wholesaler and retailer. 

Every item will be prepackaged in corrugated car 
tons. No extra packaging on the part of the whole 
saler or retailer will be necessary. The packages con- 
tain large pictorial type labels with complete infor 
mation for stockroom personnel. The packages lend 
themselves to easy stacking in a minimum of ware- 
house space. 

Both wholesaler and retailer save on the cost of 
packing. It lowers their loss due to shipping dam 
ages as each package has been scientifically engineered 
to protectively cradle the contents, All of which adds 
to better profits. 

We plan to support the wholesaler with catalog 
pages and the full cooperation of our sales force. And 
later in the year, both wholesaler and retailer will be 
supported by an advertising program in leading trade 
journals. 


At Moe Brothers It’s ‘“’ ALL-OUT” 


For Rewiring 
And Relighting 


sAdeguately 





MOE BROTHERS MANUFACTURING CO. 
Fort Atkinson, Wisconsin 
Verrall Moe, General Sales Manager 


Please pardon our delay in answering your May 
I5th letter, requesting a brief statement as to what 
our organization plans to do in promoting the sale of 
lighting equipment for the 1947-1948 season. We hope 
that this letter reaches you in sufficient time. 

lirst of all, we are presently producing in large 
quantities every item in our preliminary catalog, with 
the exception of the M-418 fluorescent bed lamp 
which is scheduled for late summer production. 

We are building our sales force with the utmost 
speed possible and expect to have well qualified rep 
resentatives thoroughly covering the United States 
by the end of July. Each new man is put through an 
extensive training course both in the factory and field 
to prepare him to help our distributors’ salesmen in 
every conceivable way. 

To tie in with our sales force and factory expan 
sion, we have engaged a nationally known Point-of 
Sale display specialist to design and produce a series 
of merchandising displays. The first display will be 
introduced to the trade in the very near future and 
features our fluorescent pin-up. Additional displays 
featuring our desk lamp, lamp holder, bed lamp, etc., 
are to follow. 

Our specialty items, such as the fluorescent pin-up, 
fluorescent bed lamp and fluorescent desk lamp are 
all going to be packaged in especially designed mer- 
chandising cartons with plenty of “eye appeal.” 

Our long standing policy of supplying the best qual 
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ity merchandise at the lowest possible prices remains 


unchanged. 

In addition, we are pointing our sales program 
towards assisting our distributors and their dealers 
in every way we can, with the primary purpose in 
mind of moving merchandise off the dealer shelves 
to the ultimate consumer. 


At Lighting Products It’s ‘““ALL-OUT” 


For Rewiring 
And Relighting 


Adeguately 





LIGHTING PRODUCTS, INC. 
Highland Park, Illinois 
Dan E. Dunne, Sales Manager 


We are pleased to have the opportunity to tell you 
of our plans in promoting the sale of lighting equip- 
ment for the 1947-48 sales season. 

Ist: we are going to keep the trade informed by 
means of both trade paper and direct mail advertising. 
Che information circulated will tell about practical 
applications of our present equipment plus news and 
detailed information on new items added to the 
Lighting Products line. 

2nd: we are going to have our representatives keep 
calling on the architects, engineers, utility lighting 
men, ete., to help promote the “Planned Lighting 
Programs.’ All of the new items in the lighting pro- 
gram line are being designed to tie in with “Planned 
Lighting” installations. 

The market for good lighting equipment of smart 
design is tremendous. With a combination of top 
sales engineers, top quality lighting equipment, the 
Lighting Products organization will be exerting a 
tremendous force in promoting the sale of lighting 
equipment in the 1947-48 sales season. 


At Pittsburgh Reflector It’s’ ALL-OUT” 


For Rewiring 
And Relighting 


rAdeguately 





PITTSBURGH REFLECTOR CO. 
Oliver Bldg., Pittsburgh, Pa. 
B. D. Levaur, Vice President 


During the 1947-48 lighting sales season, it is 
planned to introduce several more of the “Presidential 
Series’ of fluorescent luminaires. Each of these lumi 
naires will be announced as their design, engineering 
and production reach the final stages. In addition, 
there will be continued promotion on the entire series 
of Presidential Fluorescent Luminaires as well as 
Incandescent Lighting Equipment. 
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The combination of both incandescent and fluores- 
cent equipment to achieve effective “planned lighting”’ 
layouts will be continued. 

So important is good lighting, that in its adver- 
tising and sales program, Pittsburgh Reflector Com- 
pany is talking “lighting results” rather than “light- 
ing equipment.” A complete file of photographs, dem- 
onstrating all types of lighting installations, will be 
one of the selling tools used by its sales staff. 

Pittsburgh Permaflector’s new “S” series fluores- 
cent strips are another addition to the extensive fluor- 
escent line. These strips, in lengths, of 18”, 24’, 36”, 
18” and 96” are new and improved designs. They 
may be coupled in any desired lengths or used individ- 
ually as a complete unit. 

Concentrating “down - lighting” for individual 
mounting or coupling into lines of ceiling or recessed 
mounted troffers and luminaires will be made avail- 
able in 1947-48 selling season, These units will be so 
constructed that the built-in reflectors will be adjust- 
able to focus in any position of a complete circle with 
a beam angle of up to 30 

Pittsburgh Reflector Company’s extensive research 
program and improved lighting results will continue at 
its accelerated pace. Designs do not evolve over-night 
from the drawing boards but are the result of intensive 
analysis of the requirements of lighting equipment 
users plus long-time engineering to achieve ultimate 
perfection in both the lighting efhciency and _ eco- 
nomical production of all newly designed equipment. 

However, research was not confined only to new 
equipment. Research has been applied to production 
methods, equipment maintenance and equipment flexi- 
bility. As a result of production research, an entire 
section of the Pittsburgh Reflector Company plant 
was re-designed and re-located to efficiently produce 
fluorescent luminaires. 


At Progress Mfg. Co. It’s ““ALL-OUT” 


For Rewiring 
And Relighting 


pAdeguately 





PROGRESS MANUFACTURING COMPANY, Inc. 
Germantown and Master Sts. 

Philadelphia 22, Pa. 

Edward K. Raker, Sales Manager 


This is to acknowledge your letter of May 15 and 
advise you that in promoting sales during the 1947-48 
season, we intend to continue the old policies which 
have worked out so well for us down through the 
vears and to inject into our program some new fea- 
tures which are calculated to be effective. 

In the first place, we shall continue our adherence 
to the principle upon which the success of our company 
.offering a_ better 
product, lower list price plus a higher trade discount. 


has been built and maintained... 


(Turn to page 102) 
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Manufacturers Go “ALL-OUT” bi 
To Make 47-48 Greatest Sales Season Ce EE) 





This modernly designed and lighted living room permits one The use of direct and indirect fluorescent lighting in this model 
group of people to enjoy a television show while others in kitchen creates a high level of illumination with no brightness 
the same room play cards or read. Fluorescent strip has been contrasts between the work areas and the surroundings. The 
liberally used in the general lighting scheme in conjunction strips of concealed lamps, following the perimeter of the room, 
with incandescent floor and table lamps to create a pleasing provide a maintained average of 40 footcandles on the work 
atmosphere. surfaces with virtually no shadows. 














General illumination for this reception room is furnished by a dropped ceiling soffit 
which contains indirect fluorescent lighting above it and incandescent downl!ights 
recessed in it. The triple layer Plexiglas mural is edge-lighted with 64 inch long slim 
fluorescent lamps installed vertically on either side of the panel. Over the entrance 
door, a 15-watt bactericidal lamp unit is installed to he'p purify the air. All photos by 
Sylvania Electric Products, Inc. 
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With shade removed this floor lamp 
(shown in right foreground of living room 
photo above) uses a circular fluorescent 
lamp and Sylvania’s new incandescent in- 
direct “Bolite” bulb to give either gen- 
eral or high intensity lighting. 
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We have recently added our large ultra-modern 
plant number 2, which is equipped with every up-to- 
the-minute development for stream-lined mass pro- 
duction. 

We are making a regular mailing of literature 
describing Progress fixtures to approximately 50,000 
electrical contractors and retailers throughout the 
country. This direct mail campaign has produced a 
substantially increased demand, which is, of course, 
appreciated by Progress distributors. 

We feel that in spite of certain pessimistic expres- 
sions we have heard from scattered sources, that the 
1947-48 selling season can be a mighty good one and 
we are expending every effort to make our prediction 
come true. 


At Smoot-Holman Co. It’s “ALL-OUT” 


For Rewiring 
And Relighting 


rAdeguately 





SMOOT-HOLMAN COMPANY 
Inglewood, Calif. 


Leonard A. Hobbs, Vice President 


With faith in the future of the West as well as in 
the future for the lighting fixture industry, the Smoot 
Holman Company is proceeding with a program of 
tooling and expansion to keep pace with the normal 
developments of this industry. 

The lessons we have learned through experiences 
in wartime lighting has proven that no business can 
compete economically and successfully in this age with 
out adequate and proper illumination. 

The manufacturer, the wholesaler, and the contrac- 
tor might all cooperate with the architect and engineer 
to assure for the consumer quality equipment, prop 
erly installed, at a price which will reflect full value 
for the dollar expended. 

We are back to a truly competitive American mar 
ket. We are going to do our part to keep competition 
clean and healthy, so the Industry may continue to 
hold the high respect that it has gained in the past 
lew years. 


At Smithcraft It’s “ALL-OUT” 


For Rewiring 
And Relighting 


rédeguately 





SMITHCRAFT LIGHTING DIVISION 


A. L. Smith lron Co. 
Chelsea 50, Mass. 


J. J. Smith, President 


We have been making a careful study of general 


conditions and their relation to the fixture industry, 
and are more certain than ever of the inherent sound- 
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ness of the position of most of its factors—both dis- 
tributor and manufacturer. 

Even though stocks have in some cases been heavy, 
distributors are still enjoving a good sale (in many 
cases March and April have been top months for 
sales) and in a short while the industry should be 
ready to move forward again with full steam and 
confidence. 

We should ignore distress selling by a few of the 
weaker distributors and manufacturers—they cannot 
set the price pattern for an industry. 

The leading electrical manufacturing factor in this 
country, after exhaustive studies of conditions, feels 
that 1948 will be the greatest year that the fluores- 
cent fixture industry has yet enjoyed. They are bet- 
ting on it—not by curtailing production at present, 
but by going ahead full tilt—so as to be ready for the 
business when it comes. Another important point to 
keep in mind is, even though business might be off 
some in volume, why not get a larger percentage by 
aggressive selling ? 

We are doing our share to help establish confidence 
in the price structure, by our guarantee of prices 
against an increase or decline. 


At Sylvania Electric Products 
It’s “‘ALL-OUT” 


For Rewiring 
And Relighting 


tAdeguately 





SYLVANIA ELECTRIC PRODUCTS, Inc. 
500 Fifth Ave., New York 18, N. Y. 
B. K. Wickstrum, Sales Manager, Lighting Div. 


The recent leveling off of fluorescent fixture orders 
is probably one of the healthiest things that could 
have happened to the fixture business—both from the 
manufacturer's, as well as the wholesaler’s point of 
view. The sudden shock of wholesalers not taking 
their allocation was like stepping into a cold shower 
for many a manufacturer and his salesmen. 

The sudden realization of many wholesalers that 
their warehouses were jammed with fluorescent fix- 
tures of all types and of questionable quality made 
them more keenly aware than ever of the importance 
of having a well balanced quality line backed by a 
reputable fixture manufacturer. 

During the fall months, we plan to spend two or 
three times as much as we have ever spent in our 
history on fixture advertising and promotion. The 
advertising will stress the high quality of our fixtures, 
together with the numerous features in our line which 
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simplify installation and maintenance. 

We will have a new fixture catalog available which 
will include not only the present fixtures in our line, 
but some additional types which will assure our 
wholesalers of a well rounded line. 

Particular emphasis will be put on direct mail 
campaigns aimed at consumers in the various market 
categories. Present plans call for approximately 25,000 
letters a month going out to potential customers. 
This campaign will be worked out in cooperation 
with our wholesalers. 

We are planning to make available to our whole- 
salers every conceivable merchandising and promo- 
tional material which they in turn can make available 
to their dealers. 

We know that the fixture business will be there. 
Getting the sales will depend not alone upon us, nor 
upon the wholesaler—it will take the mutual effort 
of both the wholesaler and the manufacturer to really 
do the job. 


At Kurt Versen Co. It’s “ALL-OUT” 


For Rewiring 
And Relighting 


pdeguately 





KURT VERSEN COMPANY 
Englewood, New Jersey 
B. MsRonald, Sales Manager 


In reply to your letter of May 15th, we are glad to 
submit herewith our comments for the July issue of 
the ELEcTRICAL WHOLESALING. 

“Our fundamental policy of selling through the 
wholesaler will be continued, as we have found the 
excellent past and present cooperation of the whole- 
saler a great stimulus for our factory, office and sales 
force. 

“Basically we believe we are following a general 
business pattern for 1947-48 lighting season. Our 
advertising and sales promotional appropriations will 
be substantially increased. We will continue to refine, 
and where possible improve, existing products and at 
the same time step up the tempo of our development 
and research departments. 

“Since ‘Point of Sale’ is the most important part of 
all business, we intend to enlarge our sales force so 
that more missionary work can be accomplished, thus 
resulting in wholesalers’ stocks having not a 2 and 3 
time turnover, but an 8 to 10 time turnover. Such 
increased profits to the wholesaler will, we believe, 
inspire the keenest and most active cooperation.” 
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At F. W. Wakefield Brass Co. 
It’s ‘“ALL-OUT” 


For Rewiring 
And Relighting 


pAdeguately 





THE F. W. WAKEFIELD BRASS CO. 
Vermilion, Ohio 


T. D. Wakefield, Vice President 


[ have your letter of May 15th and I would like very 
much to submit some information which might qualify 
for reprinting in the next issue. 

The phrase, “Rewire and Relight America Ade 
quately” fits in very closely with our endeavors. We 
do have special interests, among them being the re- 
wiring and relighting of American schools. This alone 
is a tremendous project. 

About the School Market 

To determine the size of a school market in a par- 
ticular town, I worked out a little formula which seems 
to be quite accurate. Take the population of a town, 
divide by six and you have the number of students 
attending the secondary school system. Divide this 
figure by thirty and you have the number of class 
rooms. Multiply the results by twelve and you have 
the number of continuous two lamp units required to 
light such a classroom. Or, if you want to simplify 
the multiplication and division, merely divide the pop 
ulation by fifteen and you have the same results. 

Using this formula, I would like to show you just 
what the relighting of a school system means to a 
wholesaler. Take a town of a population of 250,000 
and you will see that over 16,000 units are required for 
such a job. The billing would be anywhere from 
$20.00 to $25.00 per unit for a shielded classroom 
unit. That means at least $320,000 in lighting equip- 
ment alone, not counting any wiring costs. 

A concrete example of this formula at work is the 
sirmingham, Alabama, schools where the city has a 
population of 260,000, This, according to the formula, 
means some 18,000 units involved. Such a program 
is actually in process in Birmingham, Alabama, and 
the wholesalers in Birmingham, the Graybar Electric 
Co. and Matthews Electric Supply Co. can testify to 
what such a selling program means. 

The parochial schools should not be overlooked as 
this is a very interesting market which strives to be 
better than the public schools. It also has the added 
advantage from a sales point of view of not having to 
put requisitions through public bids. Over two million 
pupils are enrolled in this type of school. 

Selling the school market may be a slow and painful 
process but when once a thorough selling job is done, 
it pays off in a handsome and profitable way, both in 
dollars to the wholesaler and in greater eye comfort 
and fewer eye defects in our children. 
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Another WAA Bargain in Electrical Material 


= A huge stock of flexible metallic above offices or visit your Customer 
tubing and conduit will be offered on Service Center for complete informa- 
competitive sealed bid. tion on this sale. Ask the Regional 
w The offering consists of a variety of Offices to place your name on their 
mailing lists for offerings of this type 
equipment. 


sizes of flexible brass and aluminum 
tubing and flexible steel conduit for 


use wherever protection of cable or 
EXPORTERS! 


Your business is solicited. Much ma- 


wire is essential. 
@ Large i ies ¢ :) j 2 : . ‘ , : 
Large inventories are held in the terial which is surplus in the United 


following Regional Offices: Cincinnati States is urgently needed or is readily 


— Philadelphia — Boston — Detroit — salable in other countries. Watch 

Cleveland—Chicago— Kansas City— for other offerings; many of them 

New York—St. Louis. Write any of the may be of interest to your clients. 
OFFICE OF GENERAL DISPOSAL 6% 


x 


WAR ASSETS ADMINISTRATION tS |: 













Offices located at: Atlanta + Birmingham « Boston + Charlotte « Chicago « Cincinnati « Cleveland 
Denver « Detroit +- Grand Prairie, Tex. + Helena + Houston™+ Jacksonville + Kansas City, Mo. 
Little Rock * Los Angeles + Louisville * Minneapolis + Nashville » New Orleans « New York « Omaha « Philadelphia 

Portland, Ore. + Richmond « Salt Lake City + St. Louis - San Antonio + San, Francisco « Seattle + Spokane « Tulsa 1219 
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More On 





Cash Discounts Controversy 














May 13, 1947 
Dear Fred: 

You have asked for our 
viewpoint on the cash dis- 
count discussion. We don't 
think there is anything very 
complicated about the cash dis- 
count theory, but it is being 
made so by the tendency of 
most of your correspondents to 
shuffle profit and cash discount 
together and deal the hand 
from the mixture. They are 
two distinctly different and 
separate problems. 

Cash discount is a premium 
for prompt payment. It is a 
method to offset the costs of 
carrying long accounts and 
employing a large credit force. 
It is entirely the problem of 
the individual seller according 
to the methods within his or- 
ganization and according to 
the type of accounts he is sell- 
ing. It should never have been 
part of a quoted price either by 
the manufacturer or by his 
distributor. It should never 
have been considered part of 
the distributor’s profit. 

Profit, on the other hand, is 
simply a question of how much 
can be allowed between the 
manufacturer’s costs and the 
natural economic level at 
which the user will buy. It is 
payment for the distributing 
function performed for the 
manufacturer by the distribu- 
tor. Obviously, then, the type 
of distribution the manufac- 
turer needs, or the distributor 
can give, must be the greatest 
factor in deciding the extent of 
profit spread. 





the cut along to his customers. 


tribute to this discussion. 





CASH discounts have an important part in keeping a wholesaling 
operation out of red ink. The keener competition rages—the more 
important becomes that cash discount. It represents the difference 
between profit and loss on many transactions. When cash discounts 
are reduced on goods that the wholesaler buys, that reduction repre- 
sents an irreparable loss because the wholesaler cannot simply pass 


Not in many years has a change in the cash discount policy of some 
manufacturers caused such genuine concern among wholesalers, as is 
evidenced by letters to the editor of their magazine. We print here 
a letter from a prominent and long established manufacturer who 
expresses a viewpoint that is shared by many other manufacturers. 


We invite letters from anyone who has any thoughts or ideas to con- 


The EDITOR. 








We are still a young indus- 
try and must look to older ones 
for a pattern. You will find the 
profit pattern of two general 
types; a “brokerage” or “‘com- 
mission” where the goods flow 
“through” the distributor or 
where the distributor — sells 
an assortment of competing 
brands or where the manufac- 
turer does most of the real sell- 
ing; a more substantial spread 
where the distributor special- 
izes, stocks, promotes and 
undertakes most of that re- 
sponsibility. It is a foregone 
conclusion that if the spread 
isn’t enough in either case for 
the distributor to function effi- 
ciently, the manufacturer 
won't get good distribution. 

The amount of cash discount 
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is simply what the individual 
seller knows is less costly to 
him than the other methods of 
insuring prompt collection. 
One of the influencing factors 
in the general trend of cash 
discount reduction is unques- 
tionably the fact that 45 days 
is not prompt yet has grown to 
be an industry custom. 

We handle the problems 
separately on their own merit. 
While we have recently re- 
duced cash discount from 5 
percent to 2 percent for the ob- 
vious reasons discussed above, 
we have also revised our dis- 
tributors profit spread in ac- 
cordance with the job we ex- 
pect from them. 

With kindest regards. 

Yours cordially, 


105 








ASBESTOS and A.V.C. 
WIRES and CABLES 








Heat holds no terrors for the “‘fire- 
eater” —or for Collyer Asbestos 
Wires. The heavy overloads and 
hot locations that break down 
ordinary insulations do not affect 
Collyer asbestos. Where moisture, 
corrosive vapors, and heat up to 
230° F. are expected, Collyer Asbestos Varnished 
Cambric (A.V.C.) insulation is recommended. 
Made by improved methods, with new non-toxic 
resin impregnating compounds, this wire is ideal 
for control and power circuits in steel mills, 
foundries, mines, and boiler rooms, for voltages 
up to 7500. Collyer All-Asbestos Wire withstands 
extreme temperature, up to 400° F. under dry con- 
ditions, on rheostats, control panels, heating 
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NEWS NOTES FROM 
N.E.W.A. 


(Continued from page 55) 


following N.E.W.A. members: 

H. C. Gerster, chairman; B. S. 
Manuel, and F. C. Todt. 

The N.E.W.A. members making 
up the program committee were: 
Charles R. Matthews, chairman, F. 
EK. Karsten, L. FE. Starkweather, 
and H. C. Gerster. 

N.E.W.A.’S COMMITTEE ON COMMITTEES 
TO MAKE NEW APPOINTMENTS 

An early meeting is to be held by 
N.E.W.A.’s Committee on Commit- 
tees to consider the appointment of 
new commodity and functional com- 
mittees. Present committees have 
now served for three years, due to 
the carry-over of all officers and 
committees voted by the Chicago 
convention last year when the new 
by-laws were adopted. 

Several suggestions for further 
association programs are pending 
for the attention of some of the com- 
mittees to be selected. New com- 
mittees are expected to meet this 
fall and winter and a meeting sched- 
ule will be announced to members 
when it has been completed. 


CATALOG COMMITTEE CONSIDERS 
NEW IDEAS FOR MEMBERS 

At a meeting of N.E.W.A.s Cata- 
log Committee last month some new 
ideas in catalog styling and usage 
were considered. Concrete plans 
are being explored further in order 
to develop some specific program 
of aid to members. 

The Catalog Committee consrtsts 
of—A. C. Prange, chairman, Gen- 
eral Electric Supply Corporation, 
Bridgeport, Connecticut; John T. 
Morgan, Charleston Electric Supply 
Company, Charleston, West Vir- 
ginia; H. D. Roden, Roden Electri- 
cal Supply Company, Knoxville, 
Tennessee; and R. A. Stott, Tri- 
State Electrical Supply Company, 
Hagerstown, Maryland. 


ALLIED INDUSTRIES HEARS 
PYLE ON “SELLING” 

“Your Salesmen Can Win or Lose 
the Battle for Distribution” was the 
topic of a recent talk by Charles 
G. Pyle, managing director’ of 
N.E.W.A. The occasion was a 
monthly luncheon meeting at the 
Commodore Hotel, New York, held 
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XL-3-12 Plug 
: : : ara in the “XL” 
Club, an organization within the Series 


paper mills industry. 






ind Armored Conductor Committee of 


I 
I 
I 
: 
the National Electrical Wholesalers As ' SF 
Y 
I 
; 
i 
t 


Reel Problem Now In 


by the Allied Industries Luncheon _ | ae 
! 
I 
I 
I 
The Wholesaler’s Lap , 


NEW YORK—tThe Wires and Cable X-3-11 Plug 
in the ‘‘X”’ 
Series 


New York, gave considerable attention to 
the problem of handling reels, which has 





sociation, at its meeting held recently in 


become quite serious to wholesalers. The XK-3-12 Plug 
in the “XK"’ 
Series 





following is quoted from that Committee's 
report: 
“It was the consensus of the Committee 


Lb A Le 









that this situation presents a very serious 





problem to the wholesaler today and 
members of the Committee were invited 
to suggest any possible solutions which 
in their judgment would alleviate the 
situation. Various suggestions were made 
of which the one most highly regarded 
would involve a change advantageous 
alike to the manufacturer, the wholesaler, 
his dealer and the ultimate consumer. 
The suggestion envisaged the inclusion 








° e e ° ° * 
by a supplier of the cost of reels in his . 
° e e 
price to the wholesaler, the return of reels e ‘ 
° - 7” 
being handled by a separate transaction . 
9 ee el ee oe ee ee oe 


between the wholesaler and his supplier. 
It was explained, for instance, that under 
such a solution to the problem a whole 
saler could, in his own discretion, re- 


tn 6 Tijpe seces 
Phe, 
Levidhiheba 


Cees meee wee ee ee eee eee 


purchase reels from his customers and in 
turn resell them to the manufacturer in 
quantity. 

03-11 
Receptacle 


in the ‘‘O”’ 
Series 


“It was recognized by the Committee 
that the solution of this problem lies 


ea eee ewes een, 
GiiWutadhaakk.’ 


wholly within the individual province of 
each individual manufacturer but it was 


\ 


the unanimous desire of the Committee 
that the manufacturers be apprised of 
the difficulties facing the wholesaler un- 


To make it easier and quicker to obtain 
fittings in the above illustrated Cannon 
Electric Type Connector Series, more 


der present conditions in order that they than 125* radio and electrical distrib- in'tha Te? 
may, if they so desire, give independent utors can fill your requirements. Many Coaxial 
consideration to a solution which would of these distributors carry stock items Series 

be helpful to all concerned.” on their shelves for immediate delivery. 


They are ready to serve you and discuss 
your requirements. Contact them first. 

These type series are widely used on 
microphones, sound equipment, in radio 
and electronic devices. Their quality and 
performance are assured by Cannon 
Electric’s thirty-two years of continuous 
operation under the same management. * Additional distribu- 


For a complete list of Representatives, Dis tors are being add 

tributors and a Catalog covering these lines, 

; : fe write for Bulletins CED and RJC-1, Address 
(Continued from page 53) Dept. G-362. 


P3-CG-12 
Plug in the 
P"’ Series 


ed in certain states. 


the “Program of Progress,” the success 


of the E.E.L-N E.W.A. mere which CAN il ON © LECTR {  @ 
: . BOR 


ne e ake r 60.000 sales ns ar 
as been taken by 60, ilesmen so far, CANNON 


and provides also for training distribu ELECTRIC D EV £ L (©) PM & N T C '@) M PA | 4 


tors’ salesmen in store selling technique ; 
He also read to the meeting the speech 3209 Humboldt Street, Los Angeles 31, California 
m “Electrical Interdependence” which 


Canada & British Empire — Cannon Electric Co., itd., Toronto, Ontario © World Export 
had been prepared for the Atlantic City Agents (excepting British Empire) Frozar & Hansen, 301 Clay St., San Francisco 11, Calif. 
onvention by Herbert Metz 
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THE NEW 


Pas 
7s 







IT COOLS! 


Produces constant and con- 
trolled air circulation for maxi- 
mum comfort. 


| 
6) i — > _ 
Ne 


IT HEATS! 


Increases normal room temper- 
atures up to 20 degrees in 18 
minutes. Just the thing for hard- 


to-heat rooms. 


=O") ; +1 
| Cees 
ie 


IT COOKS! 


Equivalent to a two-plate elec- 
tric stove. Especially designed 
reflectors concentrate heat rays 
to increase cooking efficiency. 


SS 


TRIPLE-VALUE... 


Air Lun 





A FRASER CLAN PRODUCT 


Here’s an attractive, portable appliance that 
has a three-way sales appeal—as a cooler, 
as a heater, and as a cooker. Lightweight, 
compact and sturdy, it is a “natural” for use 
in the home, in the office, at summer cottages, 
aboard boats, etc. 

Already widely publicized, the Air-D-Lux is 
now available to distributors of electrical ap- 
pliances and some select territories are still 
available. Fully guaranteed and approved by 
Underwriters’ Laboratories, you'll find it to be 
a fast moving addition to your line. 


Retail Price (Liberal Discounts) 


39.95, 





WIRE, WRITE OR PHONE FOR COMPLETE INFORMATION 


WARREN SIMPSON CORPORATION 


110 EAST THIRD ST., 


MT. VERNON, N. Y., 


Phone: MT. VERNON 7-0100 
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SELECTING any type of broadcast— 
Larry Moore (right), radio sales manager 
for the G.E. Supply Corp. and R. Douglas 
Cooper, vice president in charge of sales 
for R. Cooper, Chicago, ask Pat Toal of 
G.E.’s receiver division to demonstrate 
FM, television, AM, or play a recording 
on this new G.E. receiver previewed at 
the recent Music Merchants Show in 
Chicago. 





Wholesalers Elected by 
Alabama Association 
BIRMINGHAM—E. G. Walker, mer- 


chandise manager of the Graybar Elec 
tric Co., was recently elected chairman 
of the Electrical Association of Birming- 
ham, Alabama Other officers elected 


included W. E 


manager for 


Lacey, major appliance 
Long-Lewis Hardware 
Company, as vice chairman and D. S. 
Richard, residential sales manager for 
Birmingham Electric Co., as secretary- 
treasurer. 

The executive committee elected with 
the officers, is composed of D. A. White 
and W. H. 


representing manufacturers ; 


Neville, Okonite Company, 
Mr. Walker 
and Mr. Lacey, representing distributors ; 
Carl Teal, Knight Electric Company and 
John Simmons, Simmons Electric Com- 
contractors ; Ep 
Spear, Pizitz and J. Allen Clark of 
R. B. Broyles Furniture Company, rep- 


pany, representing 


resenting dealers; and Roy H. Knox 
and D. S. Richard, Birmingham Elec- 


tric Company, representing the utility. 


Canadian Association 
Holds Annual Meeting 

ST. ANDREWS, 
WICK 
eration, rural electrification and home 


NEW BRUNS- 
New techniques in electric gen- 


lighting were the main topics for dis- 
cussion at the 57th annual meeting of 
Association 


the Canadian Electrical 
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which was held recently at the Algonquin 
Inn in this city. 

About 400 delegates from all parts of 
Canada attended the annual meeting 
E. V. Caton, president of the association, 
and B. C. Fairchild of Montreal, manag- 
ing director, addressed the opening ses- 
sion, 

Highlight of the first afternoon session 
was an address on training undergradu- 
ate engineers by T. Ingledow of Van- 
couver, vi president and chief engineer 
of the B. C. Electric Railway. Reports 
of the engineering section were under the 
chairmanship of A. C. Abbott of Montreal. 

Dr. J. H. Rowley, chairman of New 
Brunswick Resources Development 
3oard, was guest speaker at the annual 
dinner. 


Farm Electrification 
Conference Planned 


The National Farm Electrification Con- 
ference recently announced that its sec- 
ond conference will be held at the Clay- 
pool Hotel, Indianapolis, Indiana, October 
7 and 8, with an estimated 500 agricul- 
tural, educational, farm publication, in- 
dustrial, contracting and merchandising 
leaders in attendance. 

The conference, conceived by a group 
of agricultural engineers as a means of 
assembling individuals and groups {nter- 
ested in furthering more practical and 
profitable use of electricity on farms, was 
first held in Chicago in November of last 
year. Presented on a “trial balloon” ba- 
sis, the two-day program attracted hun- 
dreds of top executives in farm electrifi- 
cation, agricultural and informational 
fields from every state in the Union and 
Canada. The success of the first confer- 
ence led to the development of plans for 
another meeting this year. 

Hassil E. Schenck, president of the In- 
diana Farm Bureau, is chairman of the 
1947 Conference and George W. Kable, 
editor of Electricity on the Farm maga- 
zine, is vice chairman. Mr. Kable served 
as chairman last year. 

The program will offer addresses by 
prominent farm electrification leaders and 
a series of forum discussions covering 
“what is being done and what further 
needs to be done to make electricity the 
force in agriculture that it is in industry.” 

Arrangements for the program are 
being made under direction of Truman E. 
Hienton, head of the Farm Electrification 
Division, U. S. Department of Agricul- 
ture. 

Objectives of the conference are two- 
fold: (1) To search for, discuss and pro- 
mote tools and techniques designed to 
assist agriculture, through the increased 


Ve CRESCENT 


CRESCENT 


WIRE AND CABLE 
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Goodrich No. 95 
500-Watt Floodlight 


Smartly styled—correctly designed to deliver high intensity 
illumination with 500-watt lamps—the Goodrich No. 95 is 
ideal for scores of locations such as gasoline service stations, 
parking lots, open air markets, athletic fields, golf driving 
ranges, bathing beaches, freight yards, etc. Use it where 500- 
watt lamps are adequate for the area served—or where current 
is a factor. 

Furnished in permanent porcelain enamel, the No. 95 is en- 
tirely weatherproof. Available with cast aluminum hood for 
pole or bracket mounting. It’s easy to install, easy to service— 
one of hundreds of sizes and styles of Goodrich Reflectors for 
outdoor and industrial illumination. Write for full details. 






Sold Through Electrical Wholesalers RLM 


D) 







BTR 


4600 BELLE PLAINE AVENUE, CHICAGO 4I, ILLINOIS 





rRICAL WHOLESALING 





efficiency and economic use of electricity 
and, (2) to promote acquaintanceship 
and understanding among participants in 
the conference, and all others engaged 
in farm electrification and the use of 
electrically operated equipment and appli- 
ances for farm and home purposes. 

It is hoped that conferences of this 
character will give rise to programs of 
action which participating organizations 
can put into operation for the benefit of 
farm families and agriculture generally. 

The growth of the conference has led 
to wider participation in it by various in- 
terested organizations. Efforts are being 
made to extend such participation to all 
national groups concerned with benefiting 
rural families economically, educationally 
and socially. In the present electro-agri 
culture age, it seems apparent that only 
through discussions at top levels can 
views be exchanged and ideas for pro- 
grams evolved to help farm families in 
their desire to achieve maximum results in 
putting electricity to work in their homes 
and on their farms. 

Participants in the conference, at pres- 
ent, include: Agricultural Education Ser- 
vice, U. S. Office of Education ; American 
\gricultural Editors Association; Ameri 
can Farm Bureau Federation; American 
Institute of Electrical Engineers; Amer 
ican Society of Agricultural Engineers ; 
American Society of Mechanical Engi 
neers; American Washer and_ Ironer 
Manufacturers’ Association; Edison Elec- 
tric Institute; Farm Equipment Whole- 
salers Association; National Association 
of Farm Water Supply Manufacturers; 
National Electrical Contractors Associa- 
tion; National Electrical Manufacturers 
\ssociation ; National Electrical Retailers 
\ssociation; National Electrical Whole 


salers Association. 


Wholesaler Opens Branch 
To Serve Rural Market 


NEWARK, N. J.—John A. Burt, 
president of Keer Electrical Supply Co. 
in this city, recently announced that the 
company will open a new branch on 
Route 6, Dover, New Jersey. The new 
branch, which is named Kahant Elec 
trical Supply Company, will be in charge 
of Ted Kahant, well known in the elec- 
trical wholesaling field in the Newark 
area. 

Kahant Electrical Supply Co., like the 
parent company, will specialize in selling 
to industrials and contractors. In addi- 
tion, the new branch will serve a large 
farm area 

Keer Electrical Supply Co. was estab- 
lished in 1939. Today the company has 
over 10,000 square feet of space and 
a staff of 21 employees. Larry Lee, 
lighting manager, has five salesmen on 


the road at all times selling electrical 
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specialties to this heavy industrial sec- 


tion of New Jersey. 
Although Keer Electrical Supply has 





two warehouses, it is, like most dis- 
tributor organizations, badly in need of 
. eco ee 


that plans are all drawn for a new ware- 


} 
$ 
additional storage space. Mr. Burt said i 
f 
i 
house but he doubts if any actual build- i 
ing will be done before two years. es 
Recent lines added by Keer Electrical 
Supply include products by Micro-Switch 
Company and the Indeeco Company. 


Love Electric Company 
Graduates Two Salesmen kb. 
TACOMA, WASH.—The Love Elec- 


tric Company of this city has recently 
sent out two salesmen after “raising them 
from cubs” within the organization. One 
is Richard Lavenhagen, back from the 
Navy, who will take over some of the 
Tacoma territory as well as that of 


gomery Ward, who started with Love 


southwest Washington 
The other “graduate” is Robert Amey, 
an Army veteran, formerly with Mont- y | 


Electric in the shipping department and 
worked his way up to salesman. He 
works in the city of Tacoma territory. 





MAJOR CHANGES in the home office 
sales organization of General Electric 
Lamp Department resulted in the promo- 
tion of the above executives. Upper left, 
N. H. Boynton will join the staff of the 
Administration Division at Nela Park. 
Upper right, P. D. Parker becomes gen- 
eral sales manager of the General Sales 
Division. Lower left, Fred J. Borch is ap- 
pointed manager of the newly created 
Sales Operation Division. Lower right, 
D. A. Hopper will succeed Mr. Borch as 


manager of General Service Division. 
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or install them— 


GEDNEY 


FITTINGS 
are a profitable line! 








The features that make contractors call for 
GEDNEY Fittings are the same ones that mean 
extra profits for the wholesaler who stocks 
them. It’s simple—wiring men prefer one brand 
of fittings to another because they believe one 
is superior. They know that GEDNEY fittings 
give them— 


%& PRACTICAL DESIGN, COMPLETE LINE 

%& MADE OF HIGH GRADE MALLEABLE IRON 
%& SMOOTH, RUST-PROOF FINISH 

Ww EVERY ITEM CAREFULLY INSPECTED 

% EASY-TO-SPOT PACKAGING 


These things mea.. more money to the elec- 
trician because they result in better jobs and 
jobs done fast! They will mean more money 
to the wholesaler because he stocks the fittings 
his customers want. GEDNEY Fittings sell be- 
cause GEDNEY FITTINGS FIT! 


SOLD THROUGH WHOLESALERS ONLY... 
++» WRITE FOR NEW CATALOG? 








- GEDNEY ELEctrIic 


FOUNDRY, FACTORY & SHIPPING POINT: TERRYVILLE, CONN. 


_.RKO BLDG., RADIO CITY, NEW YORK 20, N.Y. 


| 
| 





CO. 




















. tagged for the big jobs! 


HEXACON = s=» 
ELECTRIC 
SOLDERING 












STROMBERG 
CARLSON 


™ Important news to 


WHOLESALERS 


HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 





represents one of the most complete lines available 
today. It is backed by famous users throughout the 
TYPE P-150 world, and an aggressive hard-hitting sales promo- 
This production 
iron provides a 


tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
% to 1%". All are designed for long life and rapid, 


large reserve of 
heat at the right 
temperature 
for sustained 


roduction. economical production. 
p 


HEXACON ELECTRIC CO. 


146 W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXACON 


HIGH-QUALITY, LONG-LASTING SOLDERING IRONS 
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Electrical Women’s Round 


Table Elects New Officers 

NEW YORK—Harriet Gormley oi 
Westinghouse Electric Corporation was 
elected chairman of the Electrical Wom 
en’s Round Table, Inc., at the group’s 
summer meeting held recently. Miss 
Gormley succeeds Alice-Mary Schnir 
ring of Swartzbaugh Mfg. Co. whose 
term of office ended with the summer 
meeting. 

Other officers unanimously elected t 
serve for the coming year are: Rutl 
Gaffney, Farm Journal, as vice chair 
man; Matilda Squires, news editor 
House Furnishing Review, as secretary 
arid Alice Wilhelm of John Wilhelm as 


treasurer. 


R. W. Staud Elected 
President of LE.S. 


Rudolph W. Staud, newly-elected pres- 
ident of the Illuminating Engineering 
Society, will take office as the 43rd 


President upon the expiration of retiring 


president G. K. Hardacre’s term ot 
October 1, 1947. The Illuminating Engi 





R. W. Staud 


neering Society is a national organiza- 
tion, founded in 1906, with over 5,500 
members, and sections and chapters in 
34 cities in the United States and Can 
ada. It is the recognized national forum 
for the presentation and discussion of 
technical papers on the science and art 
of illumination. The Society prepares 
and sponsors standards and recommended 
practices for various fields of illumina 
tion and publishes technical reports 
lighting data sheets and the I.E.S 
Lighting Handbook. 

President-elect Staud, an executive of 
the Benjamin Electric Manufacturing 
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Co., Des Plaines, Illinois, makers of 
lighting equipment, is a well known 
figure in the lighting industry. For | 


many years, he has been actively iden- 
tified in industry-wide activities relating 


to the improvement of practices and the | 


development of higher uniform standards 
for lighting equipment. He has served 
the RLM Standards Institute (a national 
specification-certification activity in the 
industrial lighting equipment industry) 
as its president since 1936. He is a 
director of the Chicago Lighting Insti- 
tute and vice chairman of the 2nd Inter- 
national Lighting Exposition and Con 
ference which is to be held next Novem- 
ber in Chicago. 


Graybar Names Earl Huff 
Manager Montana Branch 


Graybar 
Washington, 


Electric Company, Tacoma, 
announced _ that 
Earl Huff, former salesman, has been 


recently 


made manager of the company’s new 


branch in Butte, Montana, which opened 


recently, 
Clarence Moon, salesman from the 
Spokane branch, has been transferred 


to Tacoma to succeed Mr. Huff. Joe 


Rawlings, formerly lieutenant in the 
Army, is back and 
Tacoma territory. 


Graybar 


salesman in the 
Ted Challman, former 
employee, has also returned 
from the service to resume his position 


as appliance salesman. 


Heat Pump Components 
Are Readily Available 


CHICAGO—Should the widely-pub- 
licized “heat pump” prove practical in 
operation and popular in demand, the 
mechanical refrigeration industry would 
be in a position to supply at least 90 
percent of the basic component parts 
without engineering delays or production 
tool-ups, according to E. M. Flannery, 
newly-elected president of the Refrigera- 
tion Equipment Asso- 
ciation. 

Mr. Flannery explained that the “heat 
pump” actually is reverse cycle mechan- 
ical refrigeration and thus utilizes the 
same parts and machinery as does the 
ordinary refrigeration system, including 
compressors, condensers, chemicals, ex- 
pansion 


Manufacturers 


valves, thermostatic controls, 
motors, switches, tubing, coils, receivers, 
evaporators and others, all of which 
already are in volume production in many 
plants throughout the country 
“Refrigeration equipment manufacturers 
are watching the development of reverse 


cycle refrigeration with a great deal of 





IDEAL 


“HAND TYPE” 


Dit U peussnns MODEL 


BLOWS ¢ VACUUMS « SPRAYS « DRIES 


Here’s another fast-moving item that is build- 
ing up the volume of Ideal business for many 
leading wholesalers. It’s needed in so many 
places and has so many advantages that 
sales are really no problem. 


Puts YOU in the Picture 


This improved cleaner is backed by a co- 
ordinated plan of advertising and selling 
which ties in the services of the Ideal field 
organization and funnels all sales through 
the wholesaler. 


Plenty to Talk About 


With the Ideal Cleaner you have a wealth 
of exclusive features to offer—lighter weight; 
perfect balance; continuous-duty, 1-1/3 H. P. 
motor; versatility—plus the extra-profit at- 
tachments for vacuum cleaning, drying, or 
spraying. 

Also available is a smaller model—91/2 
lbs., 2/3 H. P.—for medium duty service. 


Write for New Bulletin on 
Industrial Cleaners 


IDEAL INDUSTRIES, 


Successor to Ideal Commutator Dresser Co. 


1047 PARK AVENUE 
SYCAMORE, ILLINOIS 


Inc. 
























CLEANER 


/ PROMOTION 
~ “PROGRAM 

“The Ideal “Hand- 
Type" Cleaner is 
“being regularly ad- 
eyertised.in leading 
de papers, reach- 
the right men 
"fh industrial plants 
Pand commercial 
m concerns, This ad- 
_vertising is supple- 
mented by direct 
mail and the per- 
» sonal calls of Ideal 
a representa- 
Hives. Ask for de- 


GOOD PROFIT 
MARGIN 


> PROMPT DELIVERY 


- FULL FACTORY 
COOPERATION 


Distributed hrough 


AMERICA’S LEADING 
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atrobe 


PRODUCTS 


WIRING SPECIALTIES 





Small Items — Big Savers 


Latrobe products are definitely on the side of economy 
and you can recommend them for every industrial, 
commercial and residential requirement with assur- 
ance that they will serve better and accomplish a big 
saving in time and labor for installing. 


<= 





No. 470 "Latrobe" 


Pipe or Conduit Hanger 
Quickly installed. Nothing bet- 
ter—for hanging pipe or conduit 
12", ¥4"" to 1" to steel beams up 
to 34” thick. 





No. 252-R Floor Box 


Iron adjustable frame quickly 
adjusted to bring top of box 
level with floor. Made in 2, 3, 
and 4-gang type. 





Insulator Support 


Requires minimum of time for 
installation — always depend- 
able. For fastening porcelain or 
glass insulators to exposed 
wood work. 


e 


No. 110 “Latrobe” 
Watertight Box 


Iron box body, 31/2" round brass 
cover plate. Cut shows how 
Tapered Unit Receptacle No. 208 
fits tapered opening in top of 
box body. 


L 


No. 284 Nozzle with 
No. 200 Cover Plate 


Most compact fitting on the mar- 
ket. 12" or %" brass pipe ex- 
tension. 





AOR 
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Keystone Fish Wire 


High grade flat steel wire. 
Packed in coils from 100 ft. up. 
Ten sizes. 





ULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 
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interest,” Mr. Flannery said. “Many of 
them are conducting their own experi- 
ments to determine the usefulness and 


I 


possibilities of this unusual method « 
heating, and a few actually have heat 
pumps in production on a limited scale. 
The practicability of combining both 
heating in the winter and cooling in the 
summer with one and the same ‘refrig- 
eration’ equipment is being thoroughly 
investigated. 

“In addition, producers in our industry 
are cooperating in other research and 
development work. For example, one 
large utility set out to determine the 
possible residential power requirements 
of the heat pump and found it unneces 
sary to go outside the refrigeration 
industry for all the parts needed to make 
the experiments with the exception of 
well pipe.” 

In brief, the heat pump simply reverses 
the refrigeration cycle, and takes heat 
out of the earth, air or underground 
water for use in heating homes or other 
buildings. Mechanical refrigeration, in 
ordinary practice, removes heat from the 
air to reduce its temperature down to 
whatever level is required for air condi 


tioning, refrigeration for preserving or 


freezing food, or for any of the other 
200 domestic, commercial and industrial 
services now performed by the industry’s 
products. 

Heating by reverse cycle refrigeration 
and requiring no fuel and no more movy- 
ing parts than a refrigeration system, 
has grown rapidly in public interest as 
a result of a number of successful test 
various 


installations in parts of the 


country Seeing a new market in the 


making, several companies have an 
nounced plans for assembly-line produc- 
tion of heat pump equipment later this 


year or in 1948. 


M. K. Pike Retires From 
Northern Electric Co. 


MONTREAL, QUE.—More than 600 
general sales division employees of the 
Northern Electric gathered 
recently at the Mount Royal Hotel in 
this city to honor M. K. Pike, vice 


president in charge of 


Company 


sales, on the 
occasion of his retirement after nearly 
40 years service with the company. 

That affair was the highlight in a 
series of two conferences being held by 
general sales officials from all parts of 
Canada. The first conference, for execu- 
tives, took place the week previous and 
was attended by 40 delegates. The sec 
ond one, essentially a sales conference, 
after the first and 
drew a total of 150 delegates 


began immediately 
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Taking advantage of Mr. Pike’s vast 
experience for the last time, the prin- 
cipal theme at both series of meetings 
was that of “how to gain increased 
distribution efficiency” in Northern’s 
national electrical service. 

A. L. Brown, general sales manager 
of the company, has been appointed 
manager of the General Sales Division 
succeeding Mr. Pike. 

M. K. Pike, known in Canada as an 
authority in the electrical distribution 
business, was born in Salisbury, Mass., 
in 1878, and was educated at Wesleyan 
University. He came to Canada in 1908 
and joined the Northern Electric Com- 
pany. 

Mr. Pike’s retirement dinner took the 
form of a reception, banquet and dance. 
Many prominent executives of the com- 
pany were present, including P. F. Sise, 
president, and R. D. Harkness, vice 
president and general manager. 


Westinghouse, Seattle, 
Set for Intensive Selling 


SEATTLE—Always a busy place with 
plenty going on, the Westinghouse Elec- 
tric Supply Company in this city recently 
announced that Emmitt O’Reilly, head 
of the claims department of the company, 
has retired from active service. Mr. 
O’Reilly has been associated with the 
supply company since 1935 and prior to 
that served seven years with the West- 
inghouse Electric & Manufacturing Co., 
as it was called then. He has been suc 
ceeded by John W. Finnie, who formerly 
handled back orders. 

At the same time it was learned that 
Leo W. Fernandes, district sales promo- 
tion manager for the Seattle branch, 
recently returned from Mansfield, Ohio 
where he attended the wholesale sales- 
men’s clinic held by the company. Mr. 
Fernandes is in charge of the planning 
and staging of all exhibits held at the 
various conventions and electrical shows 
in his district. In addition, Mr. Fer- 
nandes sets up and supervises salesmen 
training meetings for the company’s 
salesmen and those of its dealers in the 
various localities 

The centers covered by the North Pa- 
cific District, where there are houses 
and branches established, are Seattle, 
Tacoma, Spokane, Yakima, Wash., Port- 
land, Ore., and Butte, Montana. 

In the sales department in the district 
office at Seattle, Ed McCo!lough has 
been added to the staff as appliance 
salesman and Doug Polland, formerly in 
the pricing department, has been ad- 
vanced to the sales promotion department 
as assistant district sales promotion man- 
ager under Mr. Fernandes. 
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® You and your dealers will profit plenty from these three Fasco Venti- 
lator sales-builders. Colorful demonstrator counter display is very small 
(19” x 1544” overall). Light in weight. Holds sample Fasco Ventilator while 
prospect operates it and sells himself. Folders and newspaper ads com- 
plete your Fasco sales package. Write direct for details on how you can 
get these sales-builders at no extra cost. 


Gentlemen: EW-1 


Please send me details on Fasco Ventilator sales-builders. 


NAME 


ADDRESS 
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N. H. SCHLEGEL, advertising manager 
of the Cory Corporation for the past 
year, was recently named director of ad- 
vertising and sales promotion. In his new 
capacity Mr. Schlegel will head all public 
relations and sales promotion for the 
company in addition to continuing as head 
of advertising. 


U.S. Rubber Co. Increases 
Production at Wire Plant 


The United States Rubber Company is 
expanding its wire production facilities 
at the Bristol, R. L, plant, it was an- 
nounced recently by C. W. Higbee, man- 
ager of the company’s wire and cable 
department. 

The expansion involves the purchase of 
more than a million dollars’ worth of 
rubber and plastic insulating equipment 
from the government and other sources. 
The additional facilities are expected to 
increase the plant’s capacity to three times 
its prewar output. 

In announcing the expansion program, 

Wire and cable that will give even Mr. Higbee predicted a continuing heavy 
longer economical life. Bronco 60 with Neoprene Gemand for electrical wire. He expects 
many new applications, including indus- 


jacket is made by our own exclusive process. 
The Neoprene jacket resists acid, alkali, oil, 
moisture, heat and sunlight. creased activity in extending the use of 

electricity into rural homes and for farm 


trial heating, plating, annealing and vul- 
canizing by electrical methods, and in- 


work. 


Always Send for new, 
Specify Complete Catalog 


Radio Week Celebration 


| To Stimulate Set Sales 
W E S T fF R » | WASHINGTON—Intent on making 
National Radio Week, Oct. 26-Nov. 1, 
INSULATED WIRE co. this vear, the greatest anniversary in the 
1001 East Sixty - Second St twenty-seven years of broadcasting 


f ‘ history, officials of the National Asso- 
Los Angeles 1, California ciation of Music Merchants, the National 


| Retail Furniture Association and_ the 
i 
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National Retail Dry Goods Association 
have advised the Radio Manufacturers 

Association of their desire to cooperate 
with RMA and the National Association 
of Broadcasters. 

All three trade associations plan to 
furnish their thousands of members 
throughout the United States with pro- 
motion kits, including posters, streamers 
and suggestions for local activities in 
cooperation with their radio stations 
The material is being prepared by the 
RMA _ advertising committee and _ the 
NAB sales managers sub-committee. 

“We are looking forward again to 
the opportunity of cooperating with RMA 
in the observance of National Radio 
Week,” William A. Mills, executive sec- 
retary of NAMM, wrote the RMA ad- 
vertising committee. 

Similar assurances of active coopera- 
tion were received from James P. Oliver, 
manager of the merchandising division 
of NFRA and Howard P. Abrahams, 
manager of the NRDGA sales promotion 
division. 

Members of the joint committee of 
broadcasters and radio manufacturers 
met this week at the NAB headquarters 
in Washington and discussed further 
plans for National Radio Week activities 

Roy Hofheinz, president of the FM 
\ssociation, attended the conference and 
gave assurances of full participation of 
KM broadcasters in the anniversary 
celebration. 

The joint committee agreed that pro 
motion material for National Radio Week 
should include the four broadcasting 
services: AM, FM, Television and Fac 


simile. 








THE Illuminating Engineering Society 
announced recently that Matthew 
Luckiesh, distinguished scientist and 
director of the Lighting Research Labora- 
tory of the General Electric Lamp De- 
partment at Nela Park, has been awarded 
the 1.E.S. Gold Medal, given annually by 
the Society “for meritorious achievement 
which has conspicuously furthered the 
profession, art of knowledge of illuminat- 
ing engineering.” 
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EMBLEM of SERVICE and QUALITY 





TO those who design and 
erect buildings, KNIGHT stands for all the things that make 
a company respected. They know that KNIGHT Patented 
Outlet Boxes and Accessories are daily proving their worth 
in many of America’s greatest structures, standing the acid 
test of time just as successfully as they stood crucial “on- 
the-job” tests during building. That is why KNIGHT products 
are long-time favorites in the building industry. 


Write today for a catalog and learn how KNIGHT products 
can save money and time in electrical construction and 


maintenance. 
e Hung Ceiling Boxes e Gang Boxes 
e Concrete Outlet Boxes e Door Buck Box Supports 


e Square & Octagon Boxes e Adjustable Octagon 
e Thin Wall Partition Boxes Extension Rings, Etc. 


KNIGHT 





ELECTRICAL PRODUCTS CORP, 
1357-63 Atlantic Ave., Brooklyn 16, N. Y. 
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TWO SIMPLE STEPS 
WITHOUT TOOLS 


That's all there's to it... when you use this safe, sure, simple connector! 
The few seconds operation requires just a press of the thumb to snap the 
Paige into position—push the cable through and it’s there to stay, 
without lock nuts or screws. For removal you just press connector together 
with pliers and draw through knock-out of box. It's foolproof, economical 
and practical, made of .025 gauge spring steel, plated against corrosion. 
Designed to fit cable sizes: 14-2, 12-2, 12-3, 10-2. 


Saves Time+ Saves Work+ Saves Money 
Local jobbers write to nearest Paige Representative: 
National Representative: Allied Electrical Manufacturing Corporation 


Paige Electrical Products Corp., One North La Salle St., Chicago 2, Illinois 


A & S Equipment Company 4 West Roy Street, Seattle, Washington 
Kenenth Anderson Co. 412 Seaton Street, Los Angeles 13, California 
F. M. Nicholas Co. 1123 Harrison Street, San Francisco 3, California 
D. H. Sluman & Company 110 West 13th Avenue, Denver 4, Colorado 
Dan R. Schwab 89 South 10th Street, Minneapolis 2, Minnesota 
William B. Terry Organizations, Inc. 618 W. 26th St., Kansas City 8, Mo. 
NuRo Company 414 Houston Building, San Antonio, Texas 
W. H. Berry, Jr. 88 Pryor Street, S. W., Atlanta 3, Georgia 
H. B. Fitzwilliam 444 New Center Building, Detroit 2, Michigan 


Manufactured by 


PRIGE ELECTRICAL PRODUCTS CORP. 
Distributed by 
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N.A.W. Aids Ohio State U. 
In Study of Wholesaling 


NEW YORK—To finance research 
and reports on the “Economics of 
Wholesaling,” the National Association 
of Wholesalers with offices at 200 Fifth 
Avenue, New York City, has given a 
grant-in-aid to the Ohio State Univer- 
sitv. The study, which is expected to 
take a vear to complete, will be under 
the direction of Dr. H. H. Maynard, 
Chairman of the Department of Business 
Organization, and Dr. T. N. Beckman 
of the same department and an authority 
in the field of wholesaling. 

Dr. E. L. Newcomb, executive vice 
president of the National Wholesale 
Druggists’ Association, will act as chair- 
man of the N.A.W. Committee on Re- 
search, and serving with him will be 
Dr. Howard T. Hoyde, executive director 
of the National Wall Paper Wholesalers’ 
Association, Sid L. Darling, secretary- 
manager, National-American Wholesale 
Lumber Association, Joseph Kolodny, 
president of N.A.W. and executive direc- 
tor of the National Association of To- 
bacco Distributors, and Chester C. Kel- 
sey, executive vice president of N.A.W. 

The research and study in the field of 
wholesaling will encompass the economic 
position of the wholesaler; the functions 
which he performs; the variation of 
these functions in differing lines; the 
efficiency of these operations as contrast- 
ed with other methods; and the contribu- 
tion of wholesaling to all the processes 
of distribution. These will be summar 
ized in over-all discussion of the essen- 
tiality of the wholesaler in the national 
economy. 

Upon completion of the study, the 
N.A.W. plans to publish the conclusions 
for general distribution to those inter- 


ested. 








ELECTROMODE SALES REPRESEN- 
TATIVES listen attentively as their two- 
day sales conference gets under way at 
the company’s factory in Rochester, N. Y. 
Electromode President Chas. R. Ogsbury 
(lower left corner), former IBM vice 
president, greeted the salesmen and sat in 
on every session. 
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NEWLY appointed sales manager of 
Cornish Wire Company’s Cord Division 
is W. F. Jessup, who was formerly chief 
of the Wire Mill Branch, Copper Division 
of the CPA. Mr. Jessup is familiar to the 
industry as one of the key men in the 
allocation of copper during the war and 
reconversion period. 





Sales Staff Increased 


By Faries Mfg. Co. 


Faries Manufacturing Company, De- 
catur, Illinois, manufacturer of lighting 
equipment, recently announced three addi- 
tions to its field sales staff. 

E. C. Gaskill, formerly representative 
for Emerson Electric Company in De- 
troit, has been appointed field represen- 
tative for Faries to cover the State of 
Michigan and northern Ohio. 

W. F. Schiefelbein, formerly with 
Graybar Electric Co. in Minneapolis is 
now representing Faries in Minnesota, 
western Wisconsin and the Dakotas. 

Robert M. Whelan has been appointed 
New England _ representative. Mr. 
Whelan was formerly with the American 
Wire Company. 


G.E. Lamp Dept. Price 
Adjustment On Lamps 


CLEVELAND—The Lamp _Depart- 
ment of General Electric Company, 
Cleveland, has announced that because of 
recent increased cost of materials and 
labor the company is no longer in a posi- 
tion to absorb the 5 percent Federal 
excise tax, which it has been doing since 
1941, and that effective June Ist this tax 
vill be passed on to the customer 

\t the same time the Lamp Depart- 
ment is making price adjustments on cer- 


tain of its lamps; some being decreased 
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e@ Over the years the men who string and maintain 
the nation’s power and communication lines have 
come to know and rely on Klein Pliers. That’s why 
you will find Klein Pliers in the hands of the man on 
the pole—why linemen are Kleinmen. 

And there’s good reason back of this preference for 
these quality tools. Drop forged from fine alloy steel, 
each pair individually tempered and tested, Kleins 
have just the proper balance... just the right spring 
to the handles to minimize hand fatigue. A fitted hinge 
keeps jaws perfectly aligned...carefully matched 
knives stay keen. 





Keep Klein Pliers on order—your supplier will 
meet your requirements as soon as possible. 
A copy of the Klein Pocket 


Ask Your Supplier Tool Guide, showing the 


’ — . Klein line and containing 
Foreign Distributor: International valuable tool information, 


Standard Electric Corp., New York will be sent on request. 


Since 1857 Ya 


“ 


Mathias EIN & Sons 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 
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fan controls 











loads . 


® Easy to install, direct to handy box or surface mount 
with conduit connection through bottom of timer. 


For extra profits this spring and summer, get set to 
install these new timers, now. They work with any 
A.C. fan, and the setting may be changed at will 


without harming the instrument. Timer motor runs 






by : 


°) Paragon 


® Two time ranges .. . 
0 to 10 hours; O to 20 hrs. 


only when timer is in operation. 


List price only $9.75 F.O.B. Two Rivers 


outstanding value. Order from your jobber now 


and ask for Sales Aids. 


PARAGON 


“Mr. Tops” the 


Poragon symbol 


of top quality. 
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ELECTRIC COMPANY 
1630 Twelfth Street 
TWO RIVERS, WISCONSIN 


P. ara g oni Fes feet 


since 1905 


quipment 


reicar t 
e erect 

pees ‘ 
& \ 


® Telechron motored .. . 
quiet; no ticking, self- 
} starting; synchronous. 


® Underwriter’s approved 


for 115 V. A.C., % H.P. 


accurate and dependable. 
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where continued high demand and re- 
sulting volume makes a decrease in cost 
possible, and others being raised in price 
because of abnormally increased costs. 
M. L. Sloan, General Electric Company 
vice president and manager of the Lamp 
Department, points out, however, that the 
list prices of over 90 percent of the com- 
pany’s lamps including those for home 
and industrial use remain unchanged or 
are lowered. 

Apart from the mentioned excise tax, 
the average prices of G.E. lamps will, 
on June Ist, be 5 percent under the pre 
war price, although passing the excise tax 
on to the customer will mean an averag« 
increase in price of between 5 and 6 per 
cent to the customer. 

The 60-watt lamp will retail at the 
same price as prior to June Ist, the sav- 
ings in making this particular size off 
setting the amount of the tax. In the 
case of 100-watt lamps the increase will 
be one cent. Sealed auto lamps will be 
increased from $1.22 each to $1.30 and 
the increase in the price of fluorescent 
lamps will be the amount of the excise 
tax, averaging two or three cents. 


Rome Cable Corporation 
Reports Record Earnings 


Rome Cable Corporation in its eleventh 
annual statement to stockholders recently 
released, reports net earnings, after all 
charges including reconversion costs, of 
$1,359,593 for the fiscal year ended March 
31, 1947, the highest in the history of the 
company. 

Net sales for the year totaled $18,436,- 
305 compared with $16,975,009 the year 
before. The highest prewar sales volume 
was in the fiscal year ended March 31, 
1941, when sales totaled $9,465,451. 


Olsen & Ames Firm to 
Represent Manufacturers 

NEW YORK—Frank Ames and Fred 
Olsen are partners in a newly-established 
manufacturers representatives firm in this 
city. 

Mr. Ames has been engaged in the 
electrical wholesaling business for thirty 
years including twenty years in various 
executive positions with the General 
Electric Supply Corporation, six years 
with the Westinghouse Electric Supply 
Co. in Newark, N. J., and the past four 
years as secretary and general manager 
of a large independent wholesale house 
in Newark. 

Mr. Olsen has been well known in 
this section as the representative of the 
Trumbull Electric Mfg. Co., the Colt 
Patent Fire Arms Co., and the Clark 
Controller Company for the past twenty 
years. 





July, 1947 








Spero Electric Corp. 

Appoints Representative 
The Spero Electric Corporation of 

Cleveland, Ohio, recently announced the 


appointment of Ben K. Patton, Gulfport, 
\liss., as manufacturers agent to cover 
lississippi, Louisiana, Arkansas and 
Western Tennessee. 


Mr. Patton has a wide background of GES. THE 
experience in the electrical field. He is 


1 graduate electrical engineer from Mis- 
issippi State College, and has taken spe- 


cial courses in illumination engineering 
ind salesmanship with Westinghouse and 

| General Electric. He has held executive 
positions with a number of southern utili- 
ties, and just prior to the war was mana- 
ger of lighting sales and commercial 
ippliances for the Mississippi Power 
Company. 

, 

l 

( 





1 
r Okonite Establishes 


New Branch in Ohio 


A new sales office in Cincinnati, Ohio 


has recently been established by The 


MEET R.E.A. 
Okonite Company, manufacturer of elec- ’ 
, trical wires, cables and splicing tapes. 
, S. W. Pollock is in charge of the new 




















th branch which is located at 516 Building 
ly Industries Bldg., 626 Broadway, Cin- 
ie and DO A BETTER JOB on 
of Mr. Pollock will handle the sales of 
ch Okonite, Hazard and Okonite-Callendar 
he products in southern Ohio. FARM Wi RING | 
am 
"3 — 
me 
31, 
@ Safe wiring is a MUST for 
consumers served under the Rural 
Electrification Administration! The be used with knob and tube and non- 
new R.E.A.“Specifications for Wiring” metallic sheathed cable wiring. 
point the way to safety with approved Whether it’s farm or city electrical 
5 materials and methods... giving an work — PORCELAIN offers unbeat- 
O.K. to the PORCELAIN way! able time-proven advantages for safe, 
red Porcelain Outlet Boxes and Porce- durable, é¢conomical wiring. Ask 
hed lain Protected Wiring best serve the your Electrical Inspector about none 
this requirements of R.E.A., which stipu- metallic wiring with Porcelain for 
late that non-metallic outlet boxes shall safety. Write for wiring manual. 
the 
irty 
ous 
eral 
ears 
ply 
four 
ager 
yUSEC 
F. R. ARCHER has been named mer- 
, chandising supervisor of the Fluorescent 
|= Lighting Fixture Division of Sylvania 
1e »ctric Pr : i mw «capac- 
cn | te ee aeee oe ee oe RODUCTS, Inc. 
lark vania Electric since 1940, wil supervise 
‘nies merchandising and promotional activities FINDLAY, OHIO 


for the fluorescent fixtures manufactured 
by the company. 
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ELECTRICAL PRODUCTS 
for HAZARDOUS LOCATIONS 


PRODUCTS FEATURED 


(Including many new items 


and combinations):- 


Lighting Fixtures and Ac- 
cessories, Combinations, 
Boxes and Covers, Fittings, 
Switches, Push Buttons and 
Pilot Stations; Manual, Au- 
tomatic and Combination 
Starters; Circuit Breakers, 


Panel-boards, Custom-built 
Control and Power Panels, 


Receptacles, Plugs, and 
Connectors, Unilarm (unit 
alarm system), etc. 





[? S more than a complete 
catalog of R&S Products 
for hazardous locations. 
You'll also find it a helpful 
HANDBOOK for all informa- 
tion you want to know about 
explosion-proof electrical in- 
stallations. Contains schem- 
atic illustrations of typical 
applicational layouts in ac- 
cordance with National 
Electrical Codes. Formulas 
and engineering data are 
given for quick, convenient 
reference and ordering. 
Illustrates wiring diagrams 
with mounting locations and 


outlets, dimensions; gives: weights, prices, and all 
pertinent information regarding products listed. Also 
includes complete UNILARM section. 


You'll find this catalog invaluable as a time saving, 
quick-reference medium for your present or future 
explosion-proof product requirements. A copy will be 
mailed to you gladly WHEN REQUESTED ON YOUR 
BUSINESS LETTERHEAD. Ask for Catalog H47-5. 
Sold through Electrical Jobbers 
Sales Representatives in Principal Cities 





RUSSELI 
7h 48484 


& STOLL COMPANY, INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 
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RICHARD B. CARLAND has been ap- 
pointed sales promotion ma:xager of the 
wire and cable department of United 
States Rubber Comjany, with headq-ar- 
ters in the company’s general offices, New 
York City. Mr. Carland was formerly in 
the sales promotion department of the 
company’s mechanical goods division. 





Noma Electric Elects New 
Executive Vice President 


The election of Dr. Boris Emmet as 
executive vice president of Noma Elec 
tric Corporation was announced recently 
by Henri Sadacca, president. Dr. Em- 
met was formerly retail merchandising 
manager for Sears, Roebuck and Com- 
pany. 

At the same time, Mr. Sadacca an- 
nounced the election of John Seubert, 
formerly manager of Noma’s_ Estate 
Heatrola Division, as vice president. 

At the annual meeting all directors 
were reelected, John Bess, Dr. Boris 
Emmet, David F. Kahn, Norbert A. 
McKenna, Charles L. Pearce, Benjamin 
F. Pepper, Herbert M. Prior, Henri 
Sadacca and Joseph H. Ward. 


New Vacuum Cleaners For 
Industrial-Commercial Use 


BRIDGEPORT, CONN.—A. L. At- 
kinson, manager of the General Electric 
Company’s vacuum cleaner division, re- 
cently announced that the company is 
shipping a line of new cleaners designed 
to handle major cleaning operations, as 
they apply to maintenance, in factories, 
office buildings, schools, theaters and 
other similar establishments. 

The new line consists of six heavy- 
duty vacuum cleaners, a complete set of 
industrial vacuum cleaning tools and two 
heavy-duty blowers 


Although each cleaner is designed for 
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a specific type of industrial or commer- | 


cial cleaning, the six models are basically 
similar in design and use, Mr. Atkinson 
said. All are high-powered machines 
incorporating universal type a.c. and 


d.c. air-cooled motors. Maximum filter- | 


ing area is provided to assure greatest | 
cleaning efficiency. Weight of the port- | 


able and ruggedly-built machines is held 
to a minimum. 

Two of the models are designed for 
wet pick-up, Mr. Atkinson said. “The 
powerful suction pulls water out of 
cracks in wood floors and dries the 
floors almost immediately, thus  elimi- 
nating the necessity for dry mopping,” 
he explained. “Both models are also 
used effectively in squeegeeing rugs and 
upholstery.” 


Pyle-National Co. Elects 
Harold V. Engh President 


Harold V. Engh, executive vice presi- 
dent of Anaconda Wire & Cable Co., New 
York, has been elected president and gen- 
eral manager of the Pyle-National Com- 
pany, it was announced recently. Mr. 
Engh started his business career with 
Chicago Insulated Wire & Mfg. Co. At 
the age of twenty-six he was elected vice 
president of the Illinois Wire & Cable Co. 

In 1928 Mr. Engh became president of 
Inland Cable Company. When Inland 
consolidated with Anaconda Wire & 
Cable Company in 1929, Mr. Engh joined 
Anaconda as vice president. 

The new president of Pyle-National 
is a member of the board of directors of 
both Turner Brass Works and the Na- 
tional Bank & Trust Company of Syca- 
more, Illinois. He is also a director of 
\naconda Wire & Cable Company. 

Other officers elected for the Pyle- 
National Company include: A. N. Mar- 
tin, vice president; John L. Vogel, sec- 
retary-treasurer; Ella M._ Franklin, 


assistant secretary-treasurer 


Solar Mfg. Corp. Moves 
Offices to Main Plant 


NORTH BERGEN, N._ J.—Solar 
Manufacturing Corporation and its wholly 
owned subsidiary, Solar Capacitor Sales 
Corp., has moved its general offices to 
its main Eastern plant at 1445 Hudson 
Boulevard, North Bergen, N. J., it was 
announced recently. The offices were for- 
merly located at 285 Madison Avenue, 
New York, N. Y. 

In addition to housing the Corpora- 
tion’s administrative, sales, fiscal and 
export departments, formerly located in 
New York, the new quarters also provide 
space for the purchasing department 
which was previously located at the com- 
pany’s factory in Bayonne, N. J 
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@ RUBBER-LOCKED 
SOCKET 


@ RUBBER-ENCASED 
SWITCH BUTTON 


@ HEAVY DUTY GUARD 
and CUSHION 
MOUNTING 


@ ROYAL HEAVY DUTY 
NON-KINKING WIRE 


@ ALL-RUBBER 
PLUG; SPRING 
ACTION BLADES 








ST 
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TROUBLE LIGHTS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. 1. 


IT EVEN BURNS UNDER WATER! jp 
Yes, “Sealed 


Lites have 
burned contin- 
uously in water, 
in test after 
test... positive 
proof that they are Sealed 
Tight against all outside ele- 
ments — water, oil grease and 
z= dirt — to insure 

X longer life and trou- 
ble-free operation. 





nae 


sAnn\WCS 


™ 
So 


(ay 


WRITE FOR 
DESCRIPTIVE FOLDER 


WIRE + CORD SETS 
CARTRIDGE and PLUG FUSES + FUSTATS 


* CHRISTMAS LIGHTING SETS 






Tight’ Trouble- [FR 
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3 ? WATT 
Circline 
Ceiling 
Fixture 





Streamlined white 
enamel reflecting surface, wiih satin finished dome. 


MODEL 32C, 110-125 VOLTS, 60 CYCLES, AC 


DIA, 134%”, Height 4”. 


ONLY. 


Complete with 32-watt G.E. circline fluorescent lamp, ready to hang over out- 


let box. Mounting equipment supplied is sufficient for most installations 
Easy to keep clean, Shadowless Light. Immediate Delivery. 


OTHER SALEM PRODUCTS 


STRIP—14, 15, 20, 30 and 40 watts. Low and high power factor. Can supply 
deep reflector. WALL BRACKETS— 6, 8, 14, 15 and 20 watts. Chrome or 
white enamel, with or without off-and-on switch, outlet, deflector. BED 
LAMPS—14 watts, assorted colors. DESK LAMPS—15 watts, single or dual. 


TEXTILE INSPECTION UNITS. 


Salem Manufacturing Company 


Tel. 0446 4 Jefferson Avenue, SALEM, Massachusetts 
MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURES AND WIRING DEVICES 


Tt PAYS to Muck VACO... 


iy, ¥ Break-Proof, Shock-Proof 
Screw Drivers 


You can depend on every item in the complete 
line of Vaco drivers to win friends and build re- 
peat business. Breakproof, shockproof and pre- 
cision engineered throughout, these quality tools 
give year after year of dependable service. 








New Sales Features 
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@ All Vaco drivers now are TYPES AND SIZES 


equipped with Amberyl slo- 
burning handles embossed 
with Underwriters’ 








(\ 





Laborato- 
ries, Inc. Re-examination Service 


Marker . . 








. a Vaco exclusive! 








@ Only finest quality chrome 
vanadium is used in Vaco 
screw driver bits. All bits are 
heat treated electrically for 
controlled temper. 





sa7 G. 
Chicago, 


Ontario St., 
tttineis 





SOHC SSHEESESSESESSHEHSEHSESEHEEEOHEHSEEEEEES 
. 
Y Size 
People can't resist the appeal of this handy little tool. 
It's an ideal give-away . . . inexpensive in promotion or 


premium lot quantities. Your name imprinted in gold, 
silver or other color on handle. Write for details. 


GOOD Will 
BUILDER! 
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PROMOTED to the position of assistait 
manager of Genera! Electric Lamp De- 
partment’s Pacific Sales District is F. M. 
Falge. Mr. Falge, a native of Wiscousin. 


is a graduate of the U. S. Naval Acad- 
emy, class of 1924. He joined Genera: 
Electric as a lighting sales engineer fo) 
the Lamp Department at Nela Park in 
1926. 





Special Connectors For 
Aluminum Building Wire 
Over thirty different types of solderless 
connectors, designed for wire sizes from 
No. 12 to 2,000,000 CM, are 


with a 


now offered 


special “Cadux” plating whicl 
makes them suitable for aluminum build 
ing wire connections, according to at 
announcement recently made by the O. Z 
Electrical Manufacturing of 
Brooklyn, New York. 


It is claimed that the Cadux plating 


Company 


eliminates the normal electrolytic action 
which usually takes place between copper 
and aluminum. Heretofore, Cadux plating 


has been widely used in the protection 


of non-ferrous metals from _— surface 


tarnish and corrosion. 


Sales Conference Held 
For Ray-O-Vac Executives 


Sales and promotional developments 


were discussed at a meeting of Ray-O- 
Vac Company executives, division mana 
gers and district sales representatives, 


held recently at the company headquar 
Madison, 


plans for aiding dealers and distributors 


ters in Wisconsin. Ideas and 
in the successful merchandising of flash 
lights and flashlight batteries were giver 
special attention during the two-day con 
ference. 


| a 


served as 


Mcllnay, general sales manager 
chairman for the meeting 
Speakers included: W. W. Cargill, chair- 
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man of the board of directors; D. W. | 


Tyrrell, president; J. C. Ryan, vice presi- 
dent in charge of operations and D. M. 
Cook, merchandise manager. 


Sylvania Appoints Three 
To Lighting Sales Posts 


NEW YORK—Charles A. Burton has 
been appointed assistant general sales 
manager of the Lighting Division of 
Sylvania Electric Products Inc., accord- 
ing to an announcement made here re- 
cently by B. K. Wickstrum, general sales 
manager. Simultaneously, Mr. Wick- 
strum revealed the appointments of 
George W. Field and Ralph E. Niedring- 
haus, who will head the Central and East 
Central Divisions of the sales forces. 

Mr. Burton joined Sylvania Electric 
as Milwaukee territory salesman in 1938, 
and was subsequently named district 
manager of the Milwaukee, Minneapolis 
and Omaha territories and later, manager 
of the Central Division. 

Mr. Field, who succeeds Mr. Burton as 
Central Division Manager in Chicago, 
will have charge of Sylvania’s Middle 
western sales and warehouse operations. 
He became affiliated with the company 
in 1941 as a field representative and was 
manager of the California Division, as 
sistant manager of the Cleveland office, 
and finally division manager of the East 
Central zone. 

Mr. Niedringhaus has been associated 
with Sylvania for the past nine years. 
Prior to his recent appointment as mana- 
ger of the East Central Division in 
Cleveland, he was connected with the Chi 
cago, Kansas City and Atlanta offices as 


sales representative. 


OBITUARIES 





Jerome M. Gage 


Jerome Myron Gage, 40-year old presi- 
dent of the Midland Electric Company, 
Cleveland, appliance wholesale house, died 
after a short illness May 18th at his 
home. 

Mr. Gage was born in Cleveland and 
attended the East High School. Follow 
ing his graduation, he went to work for 
his father, the late Harry Gutentag, 
owner of Electric Fixture & Supply Co 
and eventually took over control of this 
compariy when his father retired. 

Mr. Gage sold out his interest in the 
Electric Fixture & Supply Co. in 1936 
and with Morris Sacks and John Walker, 
founded the Midland Electric Company, 
of which he was president until his death. 

He was extremely active in the Cleve- 


| 





“ELECTRO” PLUG FUSE 


Finest plug fuse made—with the 
Safe-Glass top. 3, 6, 8, 10, 15, 20, 25 
and 30 Amps. 





FIVE-PACK 
DISPLAY CARTON 
contains 20 boxes of 
5 fuses. 


ALSO IN DISPLAY 
BOXES OF 
50 SINGLE FUSES 
Wholesaler and Dealer 
Catalog Sheets on re- 
quest. 


MILLER ELECTRIC CO... ers 3. 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. 






















Cross section Show- 








TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 

(All B-M Fittings carry the Underwriters 

Seal of Approval) 


E-M-T- UP THE QUICK WAY 
—————1 Two Squeezes and its Set 

















OISTRIBUTED BY 


The M. B. Austin Co., Chicago, It. 
Clayton Mark & Co., Evanston, Ul. 
Clifton Conduit Co., Jersey Cy., N. J 
Gen, Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 
Pittsburgh, Pa. 

Triangle Conduit & Cable Co., 

New Brunswick, N. J. 








BRIEGEL METHOD TOOL CO. + Galva, III. 
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FASTER-BETTER 
SOLDERING? 


SEVEN TIP STYLES 


an 


A scientifically 
engineered ther- 
mostat built into 
each Kwikheat Iron 
automatically main- 
tains the proper tempera- 
tureformaximum soldering 
efficiency. Not only that, but 
each Kwikheat Iron gets hot 
. ready for use... within 90 
seconds after plugging in. Seven 
different tip styles adapt the iron to 
almost any job . . . the handle design 
protects the hand from contact with 
hot metal parts. Not since 1883, when 
soldering irons were first electrified, have 
there been so many improvements in one 
soldering tool. 


ty) 


See Kwikheat Demonstrated 
( ») HOT IN 90 SECONDS 


ey 4s 90 
it ] 


I —— T T 
a T T T T T ———F 

THERMOSTATIC SOLDERING IRON 

Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif. 









H 
LJ 














ue UNIVERSAL 


1549 EAST FIRST STREET 


















CLAY PRODUCTS CO. 


SANDUSKY, OHIO 





Jerome M. Gage 


| land Retail Credit Men’s Association, 


and was a member of Forest City Ma- 
sonic Lodge, Lake Erie Consistory, Al 
Koran Temple and a past patron of the 
Cleveland Chapter, order of the Eastern 
Star. He also belonged to the Chamber 
of Commerce, the Citizens League, the 
National Electrical Wholesalers Associa- 
tion and numerous other trade organiza 
tions. 

He is survived by his wife, Doris; a 
2-year old daughter, Linda; his mother, 
Mrs. Harry Gutentag, and his brother, 
Theodore M. Gage. 


J. W. Hubbard 


John Winslow Hubbard, chairman of 
the board of Hubbard and Company, 
Pittsburgh, Pa., died June 3, 1947 in 
Atlantic City Hospital, Atlantic City, 
N. J. His age was 82. 

Born in Pittsburgh, he was the son 
of Charles Hubbard, founder in 1843 
of a firm to manufacture hardware. 

John W. Hubbard attended public 


schools in Pittsburgh and was graduated 
from Pennsylvania Military College in 





John W. Hubbard 
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1887. Following his graduation he went 
to work for his father. 

Upon the death of his father Mr. Hub- 
bard purchased the shovel part of the 
business. In 1900 the firm added pole 
line hardware which is now the com- 
pany’s largest business. 

Mr. Hubbard was well known for his 
interest in river navigation and organized 
such companies as the Mississippi Navi- 
gation Co. and the Campbell Transporta- 
tion Co. 

Mr. Hubbard was a director of a long 
list of corporations including: The City 
Ice & Fuel Co., Chicago; New York Air 
Brake Co., Watertown, N. Y.; Conti- 
nental Foundry and Machine Co., East 
Chicago, Ind.; Beall Bros. Supply Co., 
Alton, Ill; Ames-Baldwin-Wyoming 
Co., Parkersburg, W. Va.; Sand Level 
& Tool Co., Detroit; the Baltimore and 
Ohio Terminal Railroad at Chicago; 
Empire Trust Co., New York City, and 
the Pittsburgh Brewing Co., Pittsburgh. 

Mr. Hubbard was a member of the 
Pennsylvania Society of the Sons of the 
American Revolution, the Duquesne Club, 
the Pittsburgh Athletic Association, the 
Longue Vue Country Club, the New York 
Yacht Club, the American Iron and Steel 
Institute and the Pittsburgh Field Club. 

He is survived by a daughter, Mrs. 
Cora Hubbard Williams; a stepdaughter, 
Mrs. J. Hanson Rose; a granddaughter, 


Electrical Equipment, Oilers and 
Air Guns.. You get maximum sales 





Shorey, : ioe: nies a per call—steady repeat business — 

Cora é - . oO Ss y e ¢ > 

ni segge- Boe K Se Bs | healthy profit — “100% Whole- 

lan 2 Y. | WRITE FOR saler policy. Add a “line” with a WRITE FOR 
future . 
CATALOG ORDER — STOCK — SELL... TRICO! CATALOG 


R. P. Oblinger | TRICO FUSE MFG. 
MIELWAUKEE 12, WISCONSIN 








Robert P. Oblinger, a well known | 
figure in the electrical wholesaling in- | 
dustry for many years, died recently at his 
home in Indianapolis at the age of 77. 

Mr. Oblinger was born Jan. 10, 1870 
in Perrysburg, Ohio. After graduating 
from a business college in Toledo, Mr. 


The SIMPLET Line of Vaportite 
Fixtures and Fittings has been 
carefully designed to permit 
universal application. 


There are 28 types and sizes 
of fixtures each of which is 
furnished for either “2” or 
%" conduit. Developed 
through many years of ex- 





information and prices 


- perience in this specialized 
‘ tit il 
R. P. Oblinger : field, Vapor ites wi ! exceed 
: the most rigid specifications 
6 encountered on the toughest 
; ate ; : ' 
Oblinger joined the Milburn Wagon Co. ' of jobs where perfect seal- 
as an office boy. About 1894 he became 8 ing is essential 
: : a siya et ' ; 
associated with Bisseli & Dodge Co. in ‘ 
Toledo. Later he left the Bissell Co. to : Write today for descriptive 
organize a chain of restaurants. His ' 
' 


next association with the electrical supply 
business took place a few years later 
_— < = the firm of W. G. Nagle s t MP lll in sss . . Pe .. 3 oo ” 
o. in Toledo. 4 
In 1910, after a short affiliation with N12 Chariton Street ss tow Vor 36. 0. ¥: 
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SEAF —— 1000 
ELLIPTICAL ANGLE 


cations. 





Light right 


EDKH — 1 with 
WIDE SPREAD 


ANGLE 





ius JONES METAL 


ryan 
we: o% 


FOR OUTDOOR SPORTS AREAS / 
PARKING LOTS, 
PROTECTION AND SIGNS 


ABolite open type floodlights provide highest degree of 
efficiency for outdoor applications of all kinds. 
white porcelain reflecting surface gives high reflectivity, 
uniform distribution. Sturdy, adjustable, 
brackets designed for either open or concealed wiring. 
ABolite angle reflectors in symmetrical, rectangular and 
elliptical types are equipped with Easy Detachable holders 
for horizontal or vertical pipe mounting. Die-cast holders 
are weatherproof, sturdy, easily installed. Reflectors can 
be removed for maintenance without disturbing wiring. 
The wide-spread angle type illustrated is recommended 
for general and emblem sign lighting. These Easy Detach- 
able angle reflectors are also applicable fo: playgrounds, 
industrial plants, parking lots and other outdoor appli- 







Sy 
see 









INDUSTRIAL: 


Durable, 


cast aluminum 


Sold through wholesalers 


















[00 WATT) 
ROTOCHROME 
SPOTLIGHT 








LIGHT+ COLOR 
ACTION 


Steps up the 
Drawing Power 
of Displays 


Smallest Spotlight of its kind! 
Provides 500 Watt Illumination! 


Totally Enclosed—Fully Protected Wheel 
Absolutely Safe—Completely Automatic 
Self-Starting—6 Continuous Color Changes 
Optically Correct— Adjustable Beam Size 
Modern—Trouble-Free—Moderately Priced 
Ideal for Store Windows, Displays, Exhibits, Conven- 
tions, Shops, Theatre and Hotel Lobbies, Restaurants, 
Night Clubs, Cocktail Lounges, Ballrooms. 


Send for Bulletin No. 471 


GoldE Manufacturing Co. 





1222-A W. Madison St., Chicago 7, Ill. 
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Automatic 
TIME SWITCHES 


of precision 


® Synchronous, 
¢ Manually Wound 


Stock Models from 
1100 to 4950 Watts 
per pole. 





cuecx tHe Automatic tine 


For any load . . . for every installation, 
there is an Automatic Time Switch to 
meet the most rigid specification. Com- 
pact, ruggedly constructed Automatic 
Switches have pure silver contacts... 
tamper proof cabinets with visible dial 

. +2 to 24 “on” and “‘off"’ operations. 
For dependable automatic time 
ewitches specify Automatic. 


Specifications and Information 
Time Switches Progressive jobbers 
Intervel Timers have complete infor- 
Poultry Switches mation on Automatic 
Flashers products. Catalog 
Reloys mailed direct at your 
request. 


WRITE TODAY! 


Ahutomatic Electric 


56 STATE ST., MANKATO, MINNESOTA 



















the Pope Motor Car Co., Mr. Oblinge: 
together with H. E. Rassmussen pur 
chased the Royse Electric Co., an ele 
trical supply house. The company wa 


reorganized and named the Indianapoli 
Electric Supply Co. Mr. Oblinger wa 
president. 

In 1918 a branch house, the Sout! 
Bend Electric Co., was started in Sout! 
Bend, Indiana. Early in 1922 another 


branch, the Crescent City Electric C 
was organized at Evansville, Indiana. 
Mr. Oblinger served one term on tl 
executive committee of the Electric: 
Supply Jobbers Association. He was tl 
first secretary of the General Electri 
Distributing Jobbers Club. He was 


member of the Indianapolis Chamber 
Commerce, secretary of the Kiwanis Clu 
a member of the Hoosier Athletic Clu 
[Indianapolis Athletic Club,  Riversid 
Golf Club and a Thirty-second Degr 
Mason 


ASSOCIATION NEWS 





BALTIMORE 
of the 


The 
Electrical 


regular meet 


ing Manufacturers 


Representatives Association, Inc., was 
held on June 20th at the Engineers 
Club. Change of the meeting date was 
made so as not to conflict with the 
Electric Institute of Washington’s at 
nual golf and dinner party scheduled 
for June 27th at the Manor Country 
Club. This concluded the schedule for 
the season with the next meeting on 


September 26. 


CHICAGO 
the 
with 


The 
Illuminating 
John A. Harrington, 
that the new president of 
Club” is W. S. B. Miller, 
Illuminating Engineer for the Public 
Co. of Northern Illinois. Ralp! 
Lusk, Commonwealth Co., is 


Section of 
Society, 


Chicago 
Engineering 
chairman, 
announces 
the “Study 


Service 
Edison 
the newly elected vice president and L 
of General Electric 


Licastro Supply 


Co. is secretary. 
Television Course 


The Television Installation and 
Service Course, sponsored by the Elec- 
tric Association, wound up its first 
June 4th. A review the 


accomplished during the cours¢ 


course 
work 


is being made now as a preliminary to 


on of 


repeating the course early in the fall. 


West Suburban Electric League 
\ discussion of by-law changes and 
amendments was held at the last meet 
the West Electr: 
with the principal change b« 
made in establishing three classes 
membership, namely: regular, sus- 
taining and honorary. The program of 


ing of Suburban 
League 
ing 


of 
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the evening was “Electric Protective 
Devices and their application” with 
Mr. Carl E. Grover, Applications En- 
gineer, Bussmann Mfg. Co. as the prin- 
cipal speaker followed by Mr. Carl W. 
Sinn of the same company who dem- 
onstrated the material presented by 
Mr. Grover. 
The Women’s Division 

At the annual meeting of the 
Women’s Division of the Electrical 
\ssociation, Miss Amy V. Jones, chair- 
man, gave a full report of the 1946-47 
activities of the division and then an- 
nounced the results of the annual elec- 
tion as follows: Chairman, Amy V. 
Jones, Westinghouse Electric Corpora- 
tion, Lamp Division; first vice-chair- 
man, Lanna Long, Highland Electrical 
Supply Company; second vice-chair- 
man, Evelyn Zimmermann, General 
Electric Company; secretary-treasurer, 
Frances P. Dick, Electric Association; 
chairman, Membership Committee, 
Agnes C. Johnson, R. Cooper Jr., Inc.; 
chairman, Education Committee, Ruth 
S. Stouffer, Commonwealth 
Company; chairman, Program Com- 
mittee, Kathryn T. Sheehan, Van Cleef 
Bros., Inc.; chairman, Publicity Com- 
mittee, Virginia Wells, Electrical Con- 
tractors Association of the City of 


Edison 


Chicago; chairman, Social Committee, 
Catherine Finnigan, Illinois Bell Tele 
phone Company; Service 
Ward, Carson 


chairman, 
Committee, Helen B 
Pirie Scott & Company. 


KANSAS cizy The last meeting of 
the season of the Electrical Associa- 
tion of Kansas City was held on June 
10th, at the Hotel President. Feature 
of this meeting was the showing of a 
film entitled “The Silent Service,” 
which dealt with the part played by 
submarines in winning the Pacific. 


NEW ORLEANS 
ing of the Executive Committee, to- 
gether with the appointed 
Adequate Wiring Committee of the 
Electrical Association of New Orleans 
was recently held. O. C. 


\ luncheon meet- 


recently 


Small, man- 
ager, Business Develpment Depart- 
ment NEMA, and secretary of the Na 
tional Adequate Wiring Bureau and 
P, E. McCaughey, manager of the Bu 
reau, were special guests on this occa- 
sion. Reports on the activities of the 
local Adequate Wiring Committee 
were given by J. Otto Kaelin, chair 
man, and George J. Segel, secretary, 
who pointed out that a program is be 
ing developed with two objectives: 
Education of the public on the need 
for Adequate Wiring; and Certifica- 











Your best bet to overcome buyer resistance is quality merchan- 
dise that can be sold at attractive prices. ..like Lenk Blotorches, 
Electric Soldering Irons and Solder. Lenk equipment has been 
geared for volume sales and customer satisfaction for 28 years. 
It’s your assurance of rapid turnover at a good profit when you 
feature and display the entire Lenk line. 








DEPT. H. 


xx*«nx 
MFG. COMPANY 


30-38 CUMMINGTON ST. 
BOSTON 15, MASSACHUSETTS 
Manufacturers of Soldering Equipment Since 1919 


i) 4 
: 62 wor 
(MPORTAN 7 
AWW OLY Cz, 
70 “WIE 


Talk-A-Phone Jobbers 


1. New low priced five station Special DeLuxe 
SN SINE 01455) 0 ara ko-o0'8 are List $42.50 











2. Models K R U L—40 Deluxe Series.* 
*Underwriters Laboratories listed. 


The world’s most complete line of inter-communication is 
NOW more complete than ever before 

In the traditional Talk-A-Phone manner, the long established 
reputation of trail blazer has again been upheld by advance 
ments that will keep Talk-A-Phone 
way out in the lead in demand 


Get your full share of inter-comm 
business. Team up with the Jeader and 
really go places in the vast inter 
communication market. Address Dept 


1A. 


Talk-A-Phone Co. 


Chicago 23, I1l. 


1512 S. Pulaski Road 
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Vokrminer Qroved, 


ie) 7.12 


STARTERS 


FOR ALL STANDARD 


FLUORESCENT 
LIGHTING EQUIPMENT 


Made to exacting specifications, SOLAR Fluores- 
cent Starters are engineered to insure efficient 
lamp performance and are pre-tested in actual serv- 
ice. A twist of the wrist locks them firmly in posi- 


tion for perfect starting contact. For new equip- 


ment or replacement 








YP 
Aut gsm? went 


STARTER 


Prompt - Dependable 
- Quick — "P-D-Q” 
Starters start in one- 
For 


performance, 


second or less. 
better 
longer lamp life, less 
maintenance, it’s 
SOLAR "P-D-Q” 
Starters 

U. L. APPROVED 


STARTER 


SOLAR "Glow-Type”™ 
Starters give dependa- 
ble starting and restart- 
ing in two to three sec- 
onds. Approximately 
6,000 lamp starts per 
starter. Reliable — eco- 
nomical. 


U. L. APPROVED 


SEND DATA SHEET No. B-7B. 


is sssteeten 


Street 


i 
! 
| 
| PI ainnciinesaniindibiccns 
! 
I 
| 


City . State 


| Type of Business 


SOLAR ELECTRIC CORPORATION 


FACTORY and SALES OFFICES 


WARREN, PENNSYLVANIA 
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| 
| 


| 
| 
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tion of individual wiring installation on 
the basis of standards to be developed 
by the committee. These standards 
have been prepared and revised and 
will be submitted shortly to the Execu- 
Committee for consideration and 
approval. Other members of this com- 


tive 


mittee are Messrs. Segall, Babin, 
Olivier, Lindauer, Nussbaum and 
Staubitz. 


“Frozen Foods” was the subject of 
the June dinner meeting held in the 
Public Auditorium and under 
the direction of vice presidents J. O. 
and C. C. Walther. Speakers 
presented the latest developments 
and uses of home freezer cabinets and 


Food” repast 


Service 


Crary 
in 
“Frozen 


an excellent 


was thoroughly enjoyed. 


PHILADELPHIA—An 


television 


afternoon 
program “Tele- 
Matinee,” and sponsored as a 
public service by the Philadelphia Elec- 
tric Co. not only promoted interest in 
television but was highly influential in 
bringing of women into 
dealers stores during day-time hours, 
resulting in the increased sale of appli- 


known as 


vision 


thousands 


ances of all types. The program started 
on February 7 and was presented on 
Monday, Wednesday and Friday of 
week from 2 to 3 P.M. and ter- 
minated on April 14. 

“Television Matinee” specific- 
ally directed to appeal to the women. 
It covered subjects as cooking 
demonstrations, fashion, beauty items, 
entertainment, etc. 


each 
was 


such 


In advance of the regular presenta- 
tion, the Electrical Association an- 
nounced the project to all electrical 
appliance dealers throughout the 
Philadelphia Dealers were 
requested to advise the association if 
they had a television set connected in 
their store so that in the large news- 
paper advertisements announcing the 
program to the public, the names and 
addresses of Philadelphia and surbur- 


territory. 


ban dealers could be listed and the pub- 
lic informed they could see, free, tele- 
vision demonstrations. 

In addition to this newspaper pub- 
the provided the 
dealers with a large window display 


licity association 


card and window streamer calling 
attention to the dates and hours of 
“Television Matinee.” As a_ further 


service to dealers, each week the asso- 
ciation 
full 
tures 
week. 
Sixty-five 


printed program cards 
of the 
scheduled 


giving 
subjects and fea- 
that 


details 


for particular 


dealers tied in with the 


| activity. Thousands of people attended 
| these dealer presentations. A 


survey 
of public reaction to all their programs 














TRADE MARK REG. 


RUST 
PREVENTER 


For Automatic 
Water Heaters, 
Range Boilers, 
And All Types 


Of Hot Water 
Storage Tanks 


“Elno” prevents rusty water in 
domestic and industrial water heat- 
ing systems. It is a pure and simple 
rust preventer. It extends the life of 
galvanized storage tanks, especially 
where corrosive water conditions 
exist. 

“Elno” is made to fit all makes of 
Automatic Water Heaters, Range 
Boilers, and Large Volume Hot Wat- 
er Storage Tanks. 

“Elno” is easy to install. Remove 
the hot water fitting and replace it 
with the “Elno” rod—that’s all. “El- 
no” is equipped with a hot water 
fitting. 

“Elno” enables you to sell Clean, 
Rust-free Hot Water Service. “Elno” 
gives you another talking point, an 
added selling feature. 

There is an “Elno” made to fit the 
water heater you sell. 


Write for prices. 


If you want to read the 
Story of Corrosion, its 
Causes and _ Prevention, 
write for Facts Bulletin, 
No. 102. 


The Cleveland Heater Co. 
“EIno” Division 
2310 Superior Avenue 
Cleveland 14, Ohio 
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BERNS AIR KING 


Portable 
Adjus table 


WINDOW VENTILATOR 
Sells for 





Priced to Retail at $18.90 


Everyone wants the added convenience 
and comfort of a window ventilator . . 
and now you can give it to them! Berns 
brings you a beautifully designed, 10” 
model in gleaming white enamel or 
rich mahogany finish that operates with 
amazingly quiet efficiency. Adjustable 
in width from 24” to 35”. 1 year guar- 
antee. Complete with cord and plug. 





DELUXE EXHAUST FAN 






Many Extra 
Sales Features 


From the rugged, heavy gauge steel 
frame to the self-closing, attached lou- 
vres.... every part is Berns-designed 
and Berns-built to exacting specifica- 
tions. Exhausts against stronger wind 
pressure, maximum air delivery, 
weather-resistant materials, perfectly 
formed blades. With standard heavy 
duty motor. 


SOLD EXCLUSIVELY THROUGH 
LEADING ELECTRICAL WHOLESALERS 
a BERNS 


EXHAUST FANS e AIR CIRCULATORS 
BLOWERS e¢@ BELT DRIVEN FANS 


BERNS MFG. CORP. 














2278 ELSTON AVENUE, CHICAGO 14, ILLINOIS 
Formerly Berns Specialty Mfg. Co. 













| various 





was taken by Station WPTZ. The 
survey disclosed that “Television Mat- 
inee” rated highest. Dealer reaction 
was also extremely favorable accord 
ing to many letters and telephone calls 
received at association headquarters. 


Appliance Directory 


The Electrical Association 
cently compiled an Electrical Direc 
tory which is a follow-up of the Elec- 
trical Appliance Parts Directories 
that the association printed as a war- 
time service to the industry. 
directory is much 


has re- 


The new 
larger than its 
predecessors, containing a more com- 
prehensive listing of both major and 
small electrical appliances. 
tion of the directory lists alphabetic- 
ally the trade names of the appliances 
A key 


name 


One sec 


under their respective types. 
number opposite trade 
makes it easy to find the name, ad 
dress and telephone number of the 
local source of distribution and service 
for each product listed. 


each 


J. Moran 


Division of 


Contractors Hear R. 


The Contractors 
Electrical Association at 


the 
a recent din- 
ner meeting was addressed by Robert 
J. Moran, chief inspector, Middle De 
partment Association of Fire Under- 
writers. Mr. Moran spoke on the 1947 
National Electrical Code, stressing the 
those 


changes, particularly 


affecting electrical contractors. 
Lighting Equipment Group Plans 
The Lighting Equipment Group of 
the Philadelphia 
by Leroy Winters, is busily engaged 
in developing plans for a year of diver 
sified activities. An educational course 
in lighting, based upon the Westing- 
house educational plan which includes 
the use of records and a series of man- 
uals, is in preparation. 


Association, headed 


This Lighting 
Group also plans to hold a 
Show during the week of 
17, following closely the International 
Lighting Show which will be held the 
first week in November. The 
will probably be held in the auditorium 
of the Edison Building. 


Lighting 
November 


show 


E. M. E. A. Banquet 

The Electrical Engi 
neers Association recently held its 
eighth annual banquet in the Crystal 
Room, The Philadelphia 
This was the first to be held since 1943 
and a strong attendance of 230 turned 
out for the 


Maintenance 


Broadwood, 


addition to 
the maintenance engineers, the group 


occasion. In 


included a _ substantial representation 
of both the manufacturers and whole- 
salers divisions of the Electrical Asso 
ciation. Following the excellent din- 
program of 
tertainment was enjoyed. The affair 
was concluded by the distribution of 


door prizes. 


ner, a_ well-balanced en- 
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WITH EVERY SWITCH 


Why limit the usability of an 
electrical outlet by installing 
one old-fashioned device to a 
gang? With the flexibility of 
the P&S-Despard Line, literally 
thousands of practical com- 
binations can be installed in 
single switch boxes — two or 
three switches — switch and 
outlet (or outlets) — pilots, night 
lights. Make every electrical 
outlet do double or triple duty 
— create a wiring job that is 
practical for the customer — 


profitable for you. 


Send for complete information. 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 
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COLD 
CATHODE 
LIGHTING 
INFORMATION 














24 4 
FOR 


LIGHTING 
SALESMEN 
CONTRACTORS 
ARCHITECTS 
ENGINEERS 

















Let this technical data and printed 
material help you to specify and 
sell Better and More Dependable 
lighting installations. 


oe 
MPAs somimescimy Carona) 
tee pera, ee 


For commercial or 
industrial installations 


“‘COLOVOLT 


Cold Cathode Low Voltage Light- 
ing offers these extra advantages 


e Longer lamp life...one year guaranteed 


e Lower maintenance cost per foot candle 
of light 


e Minimum interruption of important 
production jobs 


e Instantaneous starting without trouble- 
some starters 


e Engineered for individual or line lighting 


Write for \ilustrated Material and Technical Data today? 


Architectural and 
Engineering Files 
for 1947 


*Trade Mark Registered U.S. Pat. Off. 


—Y GENERAL 
LUMINESCENT CORP. 


6486S. FEDERAL STREET + CHICAGO 5, ILLINOIS 





ise 
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MORE FACTS 


ON PRODUCTS 





Appliance Handbook—Complete serv 
icing information on major appliances 
manufactured by Hotpoint, Inc., Chi- 
cago, Ill, is covered in their new ‘hand- 
book now being distributed through 
the company’s product service division. 
Provisions have been made for the in- 
sertion of supplementary pages as new 
products are announced. 





when »riting ELECTRICAL WHOLESALING 


mention 


Balanced Lighting—Bulletin BIL-447 
on balanced lighting, published by the 
Fostoria Pressed Steel Corp., Fos- 
toria, Ohio, explains what balanced 
lighting is and why it is needed. It 
expounds the theory that overhead 
lighting equipment used without local- 
ized lighting can be depended upon for 
efficient industrial seeing. Fundamen- 
tals of the science of seeing are tied 
in with the subject. 





when ~riting ELECTRICAL WHOLESALING 


mention 


Bulletin MT for mo 
and industrial plants 


by Helwig Co., 2544 


Carbon Brushes 
tor repair shops 
has been issued 


N. 30 St., Milwaukee 10, Wisc. The 
bulletin describes and illustrates the 
multiflex and the transert brushes. It 


also describes the company’s various 
types of motor brush kits, and lists the 
popular sizes and grades of industrial 
brushes. 
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mention 


Conductor Selector—A conductor se- 
lector providing a quick means of se 
lecting a conductor of adequate amper- 
age carrying capacity under the vary- 
ing wiring conditions encountered has 


been developed by the Paranite Wire 
and Cable division of Essex Wire 
Corp., 1601 Wall St., Ft. Wayne 6, 


Ind. Oper ating on the 
ciple, it eliminates 
matical calculations 
various types of 
structions are 


slide rule prin- 
involved mathe 
Comparisons with 
wire are given. In 
printed on the selector 


Types R, RW, T and TW are ascer 
tained on the face of the instrument 
Findings for RH are on the reverse 


side. This selector is available to archi- 


tects, engineers, layout men, contrac- 
tors and maintenance engineers as 
long as the supply lasts by writing to 


Paranite Wire and Cable. 









When writing 
mention 


ELECTRICAL WHOLESALING 


Electric Space Heaters 
booklet showing the proper use of 
built-in electric heaters in various loca- 
tions throughout the home as auxiliary 
heaters, for complete room-by-room 


\ desc iptive 





ee 





MT. VERNON 











NET 





Really new! No more 
standing on chairs 
when resetting. Why 
risk broken limbs? 
With a cord or 
hooked stick, just a 
44" pull on the little 
ring and the minute 
hand goes 300 times 
faster. Sets clock for- 
ward 1 hr. in only 12 
seconds, 


Reflectionless 14” 
dial; spun aluminum 
case, polished, or 
baked enamel in 
white, black or ma- 
roon; dustproof and 
washable. 





Rugged self-starting 


synchronous motor; 
built for long service 
and reliability. 110 v. 
60 c. A.C. Priced from 
$15 list. 





TORK 


CLOCK C0. 


NEW YORK 
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heating, for the small room, for occa- 
sional “spot heating,” or for central 


heating. Installations illustrated by 
J A C K S$ O N home plans and photos. Price ten 
cents. Electromode Corp., 45 Crouch 

Q J A [ T y St., Rochester 3, N. Y. 


Flashlight Service Guide — A flash- 
, light service guide, prepared as a cus 
tomer service feature, has been pub- 
lished by the Ray-O-Vac Company, 


2317 Winnebago St., Madison 3, Wis. 
Basic understanding of flashlight op 
No. 8972-8974 eration is assured by an “X-ray” view i a 
of a flashlight case interior with all 

FOR RURAL parts and_ possible’ service failure ; DOES iT 
| points clearly identified. In addition a 

L I "td H I N G diagrammatic sketch details the power 
T circuit, showing all contact oem. A SELL EASILY 


#8972 has 12” Porcelain panel devoted to “Flashlight Facts” 


Enameled Reflector. a a AND STAY —*) 
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#8974 has 14” Porcelain 


Enameled Reflector. A 
COMPLETELY WIRED | d 
AND ASSEMBLED. 


For REA Installations. ee ce’? ELECTRICAL WHOLESALING 


® Sold only thru Wholesalers 

















® Manufacturers of | Fluorescent Fixtures—A portfolio of 
Lighting Equipment planned lighting equipment, published 


by the Edwin F. Guth Company, 2615 
JACKSON 


Washington Ave., St. Louis, Mo., con 

| tains descriptive literature in loose leaf 

ELECTRICAL COMPANY form on the company’s fluorescent 
900-910 W. Van Buren St., Chicago 7, Ill. | 

— : = | 


"MANUFACTURER'S! 
| REPRESENTATIVES 


WANTED 























ILSCcoO 
Electrical 
Connectors 


THEY'VE GOT 
EVERYTHING! 


SIMPLICITY 


No special tools. 


CERTAINTY 


We are looking for good 
representation for our five 





lines of products in Ohio, 
Western Pennsylvania, West 


Virginia, Michigan and | ° 9 
Indiana, and Texas. Ye Ss S ir ! it Ss 


Knowledge of Illuminating ? 
engineering essential for | an 


contacts with architect and 
Installed for 


utility engineers. THE BAS ic 
keeps. 


Our material is distributed | UNIT SYSTEM 
APPROVED only through verified elec- 








Underwriters’ and 

Canadian 
STRENGTH 

Six times more 

than required 


trical wholesalers. 


WRITE. 
ACCEPTANCE 


Used everywhere! 


Write for 
48-Page Illustrated 
Catalog 





THE SPERO ELECTRIC CORPORATION uate, 
18222 LANKEN AVE. Dioucors in Fluorescent 


COPPER TUBE 
apropucts,inc. | GLEVELAND 19 ond CLEVELAND 13, OHIO 











0. 


RK 










CINCINNATI, OHIO 


| 
é. = { ‘ 
1947 July, 1947—ELECTRICAL WHOLESALING 133 











PUROZ ONE’ 





. 


NEW 
$280,000,000 
MARKET 


(Most Spectacular Development fer the 
Home Since the Radio) 


Get In On the Ground 

Floor with Fastest Selling, 

High-Profit Item in the 
Field. 


The most effective, economical air purifier 
known to science. Sixty-four million homes 
have been waiting for this low-cost, port- 
able unit. 


PUROZONE attacks and eliminates odors 
Floods the home with fra- 
grant, purified, mountain-like air containing 
150°, more oxygen. Recharges stale, used 
air with vital, health-building PUROZONE 
that actually increases vitality . . 
hay fever sufferers . 


nature’s way. 


. relieves 
. - helps prevent colds. 


Low initial cost and minimum operating 
expense (unit actually consumes one-half 
the current used in electric clocks) sells con- 
sumer immediately. 


NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS 
—Some PUROZONE Franchises are 
still available. Send for full par- 
ticulars and merchandising plans. 


PUKROZONE 


134 


COMPANY 


lighting fixtures. It gives details on 
the construction and performance ot 
the fixtures and provides helpful light- 
ing data and light-engineering factors 
on how to accurately predetermine 
lighting results. 


When writing ELECTRICAL WHOLESALING 


mention 





Catalog No. 9, 
Inc., 4757 


40, IIl., 


Fuses Lit- 
telfuse, 


Chicago 


issued by 

Ravenswood Ave., 
displays the com- 
pany’s line of fuses, fuse mountings 
and circuit indicators. Recommenda- 
tions for protection are set up both in 
text and tabular form. The catalog de- 
votes a special section to consumer 
specialty and servicemen’s items. 
Point-of-sale merchandising is illus- 
trated and described. 


whee wr''°3 ELECTRICAL WHOLESALING 


mention 


Plastics—A guide to the varied uses 
of plastics by G. Felsenthal and Sons, 
4100 W. Grand Ave., Chicago 51, IIL, 
is shown in a multicolor 24-page refer- 
ence booklet just released. The book- 
let contains a description of processing 
plastics, photographically illustrates 
their uses and includes a glossary of 
plastic terminology. 
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Mfr. Wants 
Reputable Representative 


To handle the Edon 100% Ad- 
justable Lamp for mounting on 
benches, machines, etc. No objec- 
tion to non-competitive lines. Be 
sure to advise lines carried. Cleve- 
land, Cincinnati, St. Louis and 
3oston. 


Frank Campbell, Sales Mgr., 


Indiana Metal Products Corp., 
919 N. Michigan Ave., Chicago 11, Il. 














¢ t 3'MCe 


? 





FOR 

SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S. A. 


‘I 
FLU X 
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A COMPLETE CATALOG SERVICE 


sth 


Tue HawatiAn 
Fxectew OO. 5 


] ELECTR 


ic 
A company 


trical 
Hupplies 


@ TWICE THE VALUE 
@ HALF THE PRICE 


Here is a complete catalog service spon- 
sored by the N.E.W.A. to give every elec- 
trical wholesaler the advantage of an 
up-to-date catalog at a price he can afford 
to pay. Savings of half the catalog cost 

. setting up the type and making the 
halftones ... are provided under the 
N.E.W.A. plan. Thousands of live listings 
are maintained on file at The Jaqua Com- 
pany, ready for your use. Your individual 
catalog will be “tailored” from these list- 
ings to fit your needs... with a mini- 
mum of time and effort on your part. Write 
Jaqua today for details. 





THE JAQUA COMPANY 
ELECTRICAL CATALOG DEPARTMENT 


105 GARDEN STREET, S. E. 
ee ee ae ee ee 














the Service line 


« CORDS ... CORD SETS 


specified by top manufacturers of 
LAMPS 
RADIOS 
IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 












RANGES 
HEATERS 


WASHERS 
MIXERS 






A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 


CORNISH WIRE CO., ww: 








15 Park Row « New York City. 7 
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Lighting Fixtures—A 15-page, com- 


ge ee are plete line catalog has been announced 





electricians for 35 years 4 by Lightolier, Inc., 11 East 36 St., 
hy Oy \ New York, N. Y. Contains descrip- 
the toughest joist Strap tions and photos of 105 lighting fix- 
io" ‘suciel elie tures including both incandescent and 
able from 4% feet to 18% fluorescent. 

feet. Bores holes level. 

Uses standard square 


shank short bits which 
are available. One or two 
jobs pay for the unit 





wren eo’ ELECTRICAL WHOLESALING 





HYKO 


Replacement Transformers—An_ 8- 
page catalog listing replacement trans- 
formers and component parts for the 
radio industry, transformers for neon 
lighting and power transformer for 
electrical fence control. Crest Trans- 


former Co., 1834-36 West North Ave., 
a Chicago 22, IIl. 


when “riting ELECTRICAL WHOLESALING 
HYKON 


mention 
WI R E Switchgear Equipment Diagrams—The 


REELS purpose and use of electrical dia- 


grams supplied with General Electric 


















that are sturdily built 
for the hard service of 
industrial usage. Have 





Now available in switchgear equipment is explained in plug type tips and are 
A bulletin GET-1293. This 23-page bul seamtenceed an the enh 
in various ‘mul letin offers practical guidance on the system. with each vital 
a a use and functions of four types of elec- A ar ; 

trical diagrams: one-line, elementary, part, such as heating ele- 


ment, easily removable and 
replaceable. In 5 sizes, and 
from 50 watts to 550 watts. 


. . connection, and interconnection \ 
r, Wire ’ : - , 
Save Time, Labo glossary of device elements is provided 


HYKON MFG. CO. to supplement the description of the 


objects achieved by each of the four 
ALLIANCE OHIO diagrams. General Electric Co., Schen- 


_J | ectady, N. Y. 
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Bi ltitaecei 





MANUFACTURERS || 
AGENCY 


Automatic Control Equipment—Bulle- 
tin GEA-1448B describes automatic 





Two men thoroughly cover- supervisory equipment for remote 
ing Ohio and Michigan; control power apparatus made by the 
want additional line for General Electric Co. of Schenectady, 

: N. Y. Information on _ application, TEMPERATURE REGULATING STAND 
either of both states. Good operation and the use of accessory ee « ; 
following among electrical equipment is illustrated by interior and This is a thermostatically con- 
and hardware jobbers, etc. exterior photographs of the units. trolled device for the regulation 
Reply of the temperature of an electric 
CAM NORTON COMPANY soldering iron. When placed on 

and connected to this stand, iron 
2261 Glenwood Avenue whee ores ELECTRICAL WHOLESALING 


may be maintained at working 
temperature, or through 
an adjustment on bot- 
tom of stand, at 
low or warm 
temperature. 


Toledo, Ohio 


















Feature 
CANDLE FLAME 
LAMPS to Increase 
Bulb and 
Fixture 


LINES WANTED. 


Manufacturers’ representative 
immediately available to han- 
dle electrical devices, appli- | 
ances, wire and cable, etc., in | 











Kentucky, Indiana and Michi- Sales 

; 1c : Candle Flame Lemps are 
gan. Wide acquaintance with anuiee Gr ennai — 
electrical wholesalers in this and crystal fixtures. Live- _- atin wate 


ly turnover—with good 
profits. 
Nationally Advertised 
Box 71 


ELECTRICAL WHOLESALING NORTH AMERICAN 
330 West 42nd Street Electric Lamp Co 
New York 18, N. Y. 





ared. 





AMERICAN ELECTRICAL 
HEATER COMPANY 


DETROIT 2, MICHIGAN 
1034 TYLER ST. ST. LOUIS 6, MO. ti feloliCial-te Mm Rohe. | 
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Vaportight. 
Portable 
Hand Lamps 





"These Pyle-National Vapor- 
tight portable hand lamps are 
of unusually substantial con- 
struction for safe use in the 
presence of dust and fumes, and 
for general heavy-duty service. 
Guards are cast aluminum al- 
loy, screw clamp type, and fur- 
nished with rubber bushing cord 
grip. Handles are either bakelite 
or cast aluminum. Ground con- 
nection to guard can be fur- 
nished. Three sizes take 50 watt, 
100 watt, or 200 watt lamps. Half 
reflectors can be furnished. 

Hand lamps with steel wire 
guards (non-vaportight con- 
struction) are also available. 
Consult your Pylet Catalog for 
listings of all types. 


1897 ee FIFTIETH ANNIVERSARY @ 1947 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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PLYMOUTH RUBBER COMPANY. Inc. 
c MASS 


ANTON, 








AAA AAA Rt 


omer we repeat a 
message ased on sales thinking that for 
vears has guided BUSS Representatives. It 
is be ing passed on to our Wholesaler Sales 
men friends for what it is worth to them 


“YOU HAVEN'T ANY CUSTOMERS 


... they are ALL prospects’ 


Let’s think that over. 





pAddr 


— 


You sell a user—but is he a customer? 


~~ 


Isn’t everyone of our so-called “customers” being con- 
tinually worked on by other salesmen? Aren’t other 
brands continually being offered to replace the ones we 
are selling? Doesn’t the advertising of every type of com- 
petition continually work against us? 


If we think any user’s business is “‘in the bag” aren’t 
we likely to lose it? 


But if we treat each user like a prospect and from time 
to time remind him of the advantages of buying the prod- 
ucts we sell—what chance will a competitor have to “horn 
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in’ on our “customers ! 





Even on leading lines it pays to keep users informed as 
to their features. If we don’t, aren’t we leaving the gate 


wide open for some competitor to walk in and take the 
business? 





And so it is with all products that we sell—we must 
keep in mind that our customer of yesterday is our best 
prospect for today. 





Another practical sales suggestion 





On the BUSS price sheets in your binder there are brief sales 
talks for your use. From time to time refresh your memory by 
referring to them—or better still, talk to the BUSS Fuse Man in 
your territory. He is continually getting new ideas from head- 
quarters to pass along to you. He is always ready to help you 


when he can—use him. 


Bussmann Mfg. Co., St. 
Louis, Division McGraw 
Electric Company. 








